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Part of the North America policy of 
agent cooperation is the extensive na- 
tional advertising of North America pro- 
tection and the good service of North 
America agents. 


The Insurance Company of North 
America is always glad to make new 
contracts with aggressive agencies. 
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Indemnity Insurance Company of North America 


write practically every form of insurance except life 
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i A COUNTRY-WIDE INSTITUTION! WHY? 





































ja -4 When a business institution shows consistent growth 

i there is sure to be a reason behind it. The growth of the 

j Reliance Life Insurance Company is easily explainable. The 

4 reason lies in Perfect Protection. This company presents 

. through its Perfect Protection policy something unique in 

\ life insurance, a policy that covers the contingencies of life, 
4 as well as those of death. 

















\. More and more people, from Maine to California, are 
placing their reliance in Perfect Protection—because it offers 
to them a means of insuring themselves and their loved ones 

‘ s against privation, whether by reason of sickness, accident, or 
= death. All this in a policy so well devised that it is within 
the reach of every pocketbook. It will be worth your while 
to look into it. 










But That’s Not All 


There are three excellent reasons for seeking a contract 
with the Reliance Life. First—the company is financially 
“as sound as a dollar.” Second—it markets Perfect Pro- 
tection Policies, which are in demand and therefore readily 
salable. Third—the company hag plenty of room for addi- 
tional agency material. 
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Charlie Ferrell’s “Dead Book” 


By WILLIAM T. NASH 


=HARLES E. FERRELL of Indianapolis has 
been a consistent life insurance solicitor among 
the farmers and small town people of two ad- 
joining farming counties in eastern Indiana for 
the past eighteen years and now has a large 
business in force in these counties. Mr. Ferrell 





has cultivated this small territory with about 
the same zeal and intensiveness that a good 
farmer would cultivate his fields, and by so doing has made his busi- 
ness a success and his name and the name of his company house- 
hold words in almost every home in these two counties. No one 
there can think of life insurance without thinking of Charlie Ferrell; 
neither can they think of Charlie Ferrell without thinking of life 
insurance. ‘The two are inseparable. By his honorable dealing, his 
ability to make and to hold friends and his genius as a salesman, Mr. 
Ferrell has made his work comparatively easy as well as profitable, 
which goes to prove that one can build up a clientele in this business 
as surely as in any other. 

No one would say that Charlie Ferrell is an imitator or that he 
is satisfied to follow the well beaten path that others have made. 
On the contrary, he is full of original ideas and knows how to 
harness them up and put them to work. One of the most unique 
of his ideas he has developed into what he calls his “‘Dead Book,” 
and when you learn what this dead book is and how Charlie Ferrell 


uses it you will not be surprised at his success. 


Wuat THE “Deap Boox”’ Is 
Sixteen years ago Mr. Ferrell conceived the idea of making it 
a rule to fill out the application of each prospect he solicits whether 


Copyright, 1924, by The Spectator Company, New York. 


there is any hope of having the application signed or not. ‘This in 
itself is a bright idea, since the answers to the questions give Mr. 
Ferrell valuable information which he probably could not secure in 
any other way. Furthermore the suggestiveness of filling out the 
application and of having the prospect answer the questions and go 
through the form of getting his life insured, in many cases prompts 
the prospect to sign without further delay. When a prospect says, 
“IT can’t afford it now,” or “I’m not quite ready,” or offers any 
other of the usual evasions or excuses for delay, Mr. Ferrell pins 
him down and has him name a time when he will be ready and gets 
his promise that he will complete the application at that time— 
sixty days, perhaps, or September |, or January |, or even a year 
hence. Mr. Ferrell then writes the promise in a big bold hand 
across the face of the application and shows it to the prospect, 
saying, “Now, you'll not forget the date, will you? If we both 
This promise he enters in his prospect 
book and the application he places in a file kept for that purpose. 
Since Mr. Ferrell began filing 
away these uncompleted applications sixteen years ago, of the pros- 


are living I will be here.” 
Now comes the interesting part: 


pects whose applications he had filled out and whose promise to 
insure at a definite time had been given, 113 actually died before 
that lime arrived, some within a month, others within a few months, 
and all within a year. The uncompleted applications of these 113 
former prospects with the promise of each written across the face, 
Mr. Ferrell had carefully bound in book form and this little bound 


volume is known as “Charlie Ferrell’s Dead Book.” 


How Mr. FerreELL Uses His Deap Book 
Mr. Ferrell's use of the dead book is quite as unique and original 
as is the book itself, but unfortunately no pen picture or description 
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can do it justice. One would have to see Charlie Ferrell and his 
dead book in action to fully realize the book’s wonderful force as 
the very last word in closing a well meaning but stubborn prospect. 
However, the following will give some idea of how Mr. Ferrell uses 
this startling reminder of the uncertainty of life. 

The scene is in the farm home of William Jordan. Mr. Ferrell is 
acquainted with the Jordan family, just as he is with every other 
family in his territory. He has repeatedly sent literature into this 
home and all the family are familiar with and favorable to life in- 
surance. William Jordan knows down in his heart that he should 
be insured, and Mrs. Jordan knows it, but with taxes and the many 
bills and notes to meet, Jordan says he “‘can’t afford it now.” 
“Well”, says Mr. Ferrell, “I'll fill out the application just as 
though you were going to go through with it now. I want the infor- 
mation so I will know exactly what I can do for you when you 
Besides, this will show just what you will have to 
You see, it will not seem quite so 


do get ready. 
do when the times comes. 
awkward after you have gone through it once.” 

This seems innocent enough to the farmer and 
he willingly answers the questions. Indeed, there 
is a sort of novelty about it which both he and 
Mrs. Jordan rather enjoy. But little do they 
know what Charlie Ferrell is thinking about. 
Little do they realize that he is determined to 
save them from their own mistakes. 

With the application all filled out Mr. Ferrell 
tries once more to get the farmer's signature 
(which in many instances he is able to do) and 
failing in this he presses his prospect for the usual 
promise to insure at some definite future time. 
This promise is written across the face of the 
application as usual and shown to the farmer and 
agreed to by him. It would seem now that Mr. 
Ferrell is about at the end of his string, for the 
present at least; but this is not the case. 
He is just coming to the most interesting part of the canvass. 

Here enters the Dead Book. Now that the farmer has given 
his decision not to insure at this time, Mr. Ferrell apparently accepts 
this as final; but after a short pause and a moment of silence, Charlie 
brings forth his dead book and lays it open upon the table. As he 
turns over the pages slowly, in that soft, kindly voice of his, he says: 

“William, you and Mrs. Jordan come over a little closer to the 
table, if you please; I have something here I want to show you. 
This little book will take you back to other days and to some old 
neighbors and friends you both have missed. ‘This is not a cheer- 
ful book for you to look through. On the contrary, each page is 
a tragedy, telling its own sad story, and some of these stories are 
familiar to you both. We often allow our little daily vexations, such 
as bills, poor crops and even smaller things than these, to blind us to 
our greater problems until some awful tragedy such as those recorded 
in this little book overtakes us. Here are 113 uncompleted applica- 
tions for life insurance, just such as this one I have filled out for 
you; and, as you will see, there is written across the face of each a 
promise similar to the promise you have just given me. Each of 
these 113 men had a family to protect, as you know; each was in 
debt and without life insurance, although each knew that he should 
have insurance just as you know now that your family should have 


this protection. Each of these 113 good men was just as sincere 


as you are this moment and fully intended and expected to complete 
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his application at the time agreed upon, but, surprising as this may 
seem to you, not a single one lived to carry out his good intentions 
and his promise. 

“William, I want you and Mrs Jordan to look over these appli- 
cations. Here is the application and promise of your old friend and 
neighbor, Henry Miller. You were a pall bearer at his funeral. 
Look at his application. See! The insurance would have gone to 
Mrs. Miller; and if Henry had gone on and completed his applica. 
tion as he should have done, this good woman no doubt would be liy- 
ing today. But as you both know, the debts and all her other worries 
were more than she could bear. After the farm was sold, or, | 
should say, turned over to the creditors, and the home was broken 
up, the older children got work in the city and the two little girls, 
I understand, are being cared for by Mrs. Miller’s sister some 
place in Ohio. I did everything I could to have Henry complete the 
application but was utterly unable to get him to realize the danger or 
bring home to him the warning that ‘‘no man knoweth the day or 
the hour.”” The day I filled out his application 
Henry had just as good prospect of long life as 
you have today, yet he was almost in the very 
shadow of death at the time. Henry meant well, 
just as you mean well and just as all these other 
112 men meant well, but that added not one 
day to their lives, nor one farthing toward their 
families’ support. Instead of making their families 
safe at any sacrifice or inconvenience to them- 
selves, which each knew at the time he should do, 
they made only promises. And you, William, 
are right now making the same awful mistake.” 

Mr. Ferrell says that he has had many a 
man grab the pen from his hand and say: “Give 
me that pen and I will sign right now; I know 
you're right and, besides, I’m not going to take 
any chances on having my unsigned application 
for life insurance shown around among my friends 
after I am dead and gone.”’” And it is not uncommon, says Mr. 
Ferrell, for the wife to interrupt and insist that the husband insure, 
and perhaps do so herself, when up to this time she had been bitterly 
opposed to life insurance. 

This proves once more that it is the thought and fear of death 
and its consequences to others rather than some particular company 
or form of policy that brings the average man to the point where he 
will actually sign the application. There are agents, however, who 
make light of the solicitor who pictures to his prospects as vividly 
as he is able the ever present danger of death. They refer to it 
grotesquely as “‘backing up the hearse.”” They seem not to realize 
themselves that without death there would be no life insurance, just as 
without fire there would be no fire insurance. Until the average 
prospect can be made to think of death, the one principal condition 
for which he would insure, and to realize the uncertainty of both 
life and health, the application will remain unsigned. Death is the 
one thought, the one big idea, and it no more can be separated from 
life insurance than fire can be separated from fire insurance. Death 
is the only reason for life insurance, and if we would keep this in 
mind and try to become as efficient at warning our prospects of the 
danger of putting off as we are at explaining about our companies 
and policies, the closing of many cases would be hastened and all 
would be made easier. People no longer question the soundness of 

(Continued on page 21) 
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OPPORTUNITY BECKONS 

HE casualty insurance agent may 

rightly be named among Fortune’s 
favorites. Ile pays no office rental, is not 
required to keep a stock of mercandise on 
hand, need invest almost nothing in his 
business and can designate his own hours 
forwork. In addition, the appeal of what 
he has to sell is not confined to any par- 
ticular class of commercial endeavor and, 
for the most part, his occupation is not 
adversely affected by inclement weather. 
Over the head of the successful casualty 
insurance agent hangs no Damoclean 
sword of dismissal, for his services are 
constantly in demand, and a change of 
employers, provided he has given intelli- 
gent attention to the needs of his clients, 
does not curtail the productivity of his 
efforts. Casualty insurance is seasonal 
in only some of its aspects—and even in 
these is daily becoming less so. 

As an instance of this is to be noted 
the fact that Secretary of Commerce Her- 
bert Hoover, on Monday of this week, 
alvocated the lengthening of the build- 
ing season in the United States to include 
the winter months. He stated that cus- 
tom, rather than bad weather, is respon- 
sible for the intermittent character of 
enterprise in the construction trade and 
that this condition could be altered by the 
simple expedient of co-operating to ex- 


tend the period of activity. Secretary 


Hoover placed the value of yearly con- 
sttuction in the United States at more 
than five billion dollars and said that 
millions of employees were engaged in 
the industry. 


a plan which would produce the desired 
effect, the agents 
throughout the country would find their 


casualty insurance 
opportunities for the sale of insurance 
largely increased and their sources of in- 
Bid 
contract bonds, employers’ and contrac- 
liability 


come thereby augmented. bonds, 


tors’ forms, and many other 
coverages written by casualty and surety 
companies are all necessary to the build- 
ing trades, and it follows that if builders’ 
operations are no longer seasonal, and the 
builders themselves are prosperous, the 
chances for the progressive casualty in- 
surance agent to develop good prospects 
are greatly multiplied. The Secretary of 
Commerce, perhaps unknowingly, has put 
forward a suggestion of incalculable indi- 
rect benefit to the institution of insurance, 
and it is up to the agent to make the most 
of it. 





ENRY FORD, in an interview writ- 

ten by Samuel Crowther and pub- 
lished in last week’s issue of Collier’s, the 
National Weekly, predicts that as soon as 
the United States wakes up to the com- 
mercial possibilities of aeroplanes, such 
Mr. 


believes that when manufacturers 


craft will be built in great numbers. 
Ford 
know as much about flying machines as 
they do about automobiles it will be 
feasible to turn out aeroplanes by the 
thousands just as low-priced cars are now 
Should Mr. Ford’s 


prophecy come true, and there is every 


placed on the market. 


indication that it will if American busi- 
ness men are willing to learn the lessons 
taught by European air routes, the insur- 
ance companies of this country will be 
called upon to furnish adequate protection 
in large amounts to passengers, owners 
and shippers. This class of coverage had 
an inauspicious beginning, it is true, but 
there is no reason why more extensive 
underwriting experience, coupled with 
structural development and _ increased 
safety factors in the planes themselves, 
should not point the way to a profitable 
future premium income from aeroplane 
insurance policies. 





NE of the most interesting addresses 
to be delivered at the annual meet- 
ing of the National Convention of Insur- 
ance Commissioners, which will be held in 
Seattle, Washington, next week, is that 
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Mr. 





Editorial 








of Wesley E. Monk, head of the insurance 
department of Massachusetts. Mr. Monk 
will discuss the question of compulsory 
automobile insurance, a subject over 
which many debates have already been 
started in the several States and one 
which is viewed by a number of insur- 
ance men as a further attempt on the part 
of the government to exert a detrimental 
influence on their business. It is possible 
that some companies are well disposed 
toward legislation seeking such ends, but 
there are other companies, probably in the 
majority, that are more than antagonistic 
in their attitude regarding compulsory in- 
surance, seeing in it the possibility of 
monopolistic State or Federal funds being 
established to eliminate private carriers. 
At present there are many speculations 
rife as to what action, if any, the com- 
missioners’ convention will take in the 
matter. It is to be hoped that Mr. Monk’s 
remarks, and the subsequent exchange of 
opinion, will clarify the issue. 





Fo many years THE Spectator has 
advocated the requirement by loaners 
of money upon real estate mortgages that 
borrowers should not only carry fire in- 
surance, but should carry windstorm in- 
surance as well, for otherwise complete 
protection was not afforded to the mort- 
eagee. This view is gaining acceptance, 
and the recent severe windstorm losses 
have given such added force to the argu- 
ment that a number of banks, trust com- 
panies and building and loan associations 
in the West decided to require windstorm 
insurance as additional protection to be 
provided by mortgagors. Such action 
might well be taken by all loaners on 
mortgages, and no doubt the practice will 
spread until it becomes general. 





DECREASE of $14,500,000 in the 

fire loss in the United States and 
Canada in June last, compared with the 
same month in 1923, contributed con- 
siderably to a decline in the six months’ 
loss from $222,000,000 in the first half 
$181,000,000 in the cor- 
According 


of 1923, to 
responding period this year. 
to the computation of the Journal of 
Commerce, the June loss this year was 
$20,350,400, and the loss in the first half 
of the current year was but $181,096,- 
250. This is plenty high enough, but is 
much lower than for similar periods in 
preceding years. 
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INSURANCE ADVERTISING 


Subject Up Before Conference in 
England 


H. C. BREARLEY GIVES HIS VIEWS 


Discussion on Business Development 
a Feature 
The Insurance Advertising Department of 
the Associated Advertising Clubs of the World 
held its meetings on Wednesday of last week in 
Conference Hall No. 9 at Wembley, England, 
in connection with the convention of the latter 
body. Several insurance advertising men of 
prominence from this country and Canada at- 


ig DE 


accoim- 


tended the sessions, among them being: 
Faulkner of Hartford, whose 
panied him; Clifford Elvins, advertising man- 
ager of the Imperial Life of Toronto, Canada: 
Clarence A. Palmer, advertising manager of 
the Insurance Company of North America; A. 
I’. Shepherd of the Star British 
Dominions; J. F. Junkin of the Sun Life of 
Canada; H. C. Brearley, of the 
Brearley Service Organization, and C. S. Crum- 
mett of the American Mutual Liability Insur- 


wife 


Eagle, and 


president 


ance Company, 
The discussions 

Smither, of the Clerical, 

Life Insurance Society, London, with Vincent 


were presided over by B. 
Medical and General 
Lewis, of the Pearl, as secretary. The morn- 
ing session was opened by Clarence A. Palmer, 
who spoke on “Methods and Management of 
an Insurance Advertising Department’ and who 
was followed, in his outline of that topic, by 
A. F. Shepherd 

The outstanding address 
gathering was the talk made by H. C. 
president of the Brearley Service Organization, 
New York, on “Overcoming of Public Lethargy 
in the Matter of Insuring Promptly and Ade- 
quately.” Mr. Brearley dwelt on the necessity 
of analyizing the market for an insurance pol- 
icy and for wearing down what called 
“buyer resistance.” Insurance protection 
now held by many is far too little, said the 
speaker, and the public should be made to real- 
ize that adequate amounts of insurance are the 
If the kinds 


ot the afternoon 


Brearley, 


he 
as 


only real safeguard against losses. 
of insurance usually designated as side lines 
are properly explained to the prospect, both by 
means advertising and by the or 
broker, there will be fewer risks uninsured and 
the companies and their policyholders will both 
Mr. Brearley spoke of “buyer resistance” 


of agent 


gain 
as being hinged upon the factors of good and 
bad arguments, a wish on the part of all to rid 
themselves of a feeling of insecurity, and a 
lack of understanding of the aims, operations 
and extent of the insurance companies. Sales 


efforts should all be directed toward the idea 


of complete protection and, to attain this, co- 
operation with the public is necessary. In con- 
clusion, Mr. Brearley stated that the public 


could be reached through advertising because 
the world blindly reaches out for protection 
and will pay attention to messages containing 
com- 


guarantees of safety such as insurance 
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panies offer. His final remarks touched re- 


sponsive cords among those present when he 
said: 

Could we but turn this subconscious impulse 
(i.e, the public’s desire for protection) into 
a conscious urge, then could we build up in the 
minds of the public an insurance consciousness 
that shall look upon premiums as upon the cost 
of food, as part of the inevitable overhead of 
living, and thereby shall gain that sense of 
security and freedom of mind that makes for 
human progress. 

C. S. Crummett, of the 
Liability Insurance Company, 
views on this phase of insurance advertising 
and detailed his methods for surmounting the 
difficulties an advertising man had to encounter 


Mutual 
his 


American 


also gave 


in order to convey his message to the public. 
The place of an insurance journal in an adver- 
tising program was discussed by Mrs. Nora 
Vincent Paul, vice-president of the National 
Underwriter Company, who ably and concisely 
pointed out that the insurance newspapers of 
the various countries, through the medium of 
their advertising pages, made it possible for 
the companies to keep their names and _ their 
achievements before the great body of agents. 


H. A. Smith on International Chamber of 
Commerce Committee 
WasuHincton, D. C., July 24.—Announce- 
ment has been made by the United States Cham- 
ber of Commerce of the appointment of H. A. 
Smith, president of the National Fire of Hart- 
ford, as a member of the American National 
of the International Chamber of 
Commerce. Mr. Smith, chairman of 
the insurance advisory committee of the United 
States Chamber, 
ternational body in view of the important part 
insurance plays in the financial and economic 
activities of ali countries. He is also president 
of the National Board of Fire Underwriters. 
The American National Committee is the 
governing body of the American Section of the 
International Chamber. Its membership is 
made up of outstanding business men repre- 


Committee 
who is 


was asked to serve on the in- 


senting various branches of industrial and com- 
mercial activities and various geographical sec- 
tions of American industry. A. C. Bedford, 


chairman of the board of directors of the 
Standard Oil Company of New Jersey, is 
chairman, 


Richmond Exchange Elects Officers 

RicHMonp, Va., July 22.—The following 
officers have been elected to for the 
ensuing year by the Richmond Fire Insurance 
T. Garnett Tabb, president; W. T. 
Richardson, 
secretary and Those 
just named, together with George W. Warren 
retiring president), F. D. Epps, H. U. Ebel and 
H. B. Race, were elected to serve on the execu- 





serve 


Exchange: 
vice-president; A. L. 
(re-elected ). 


Johnson, 
treasurer 


tive committee. 

The Exchange's held 
last Friday, at the country home of Douglass 
Wherry, in Chesterfield county, Va. The Vir- 
ginia Fire and Marine of Richmond was host 
at supper. Robert Lecky, Jr., presented Mrs. 
Douglass Wherry with a handsome piece of 
silver on behalf of the Exchange. 


annual meeting was 
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DENIES MOTION FOR RECON. 
SIDERATION 

Appellate Division Upholds New York Fin, 

Insurance Rating Organization 
The New York Appellate Division, First pg. 
partment, last week upheld the New York Fire 
Insurance Rating Organization in the action 
brought by the Importers and Exporters Ingyr. 
ance Company and thirty other companies ty 
resettle the recent order of reversal and the 
opinion of Justice Dowling that the Rating 
permitted to make 
rules and regulations affecting rates, limita. 
This subject 
was comprehensively outlined in THE Spi. 
TtATOR for July to and the fact that the Im. 
porters and Exporters would seek an appeal 


Organization should be 


tion of agencies and brokerage. 


was noted. 

The New York Fire Insurance Rating 0). 
ganization claimed that Justice Dowling’s deci. 
sion was proper as a matter of law, that the 
court had, in its descretion, settled upon the 
facts, and that the plaintiff had no just cause 
of complaint against it. The decision made 
last Thursday sustains this contention and, 
although the action of the Appellate Division 
is purely legal in its aspects, it will have an im. 
portant bearing on the result if the Importers 
and Exporters, and the companies allied with 
them in this controversy, carry the appeal to 
the State Court of Appeals. 

Illinois Revenue Law Not Applicable to 
Reinsurance Companies 

Cuicaco, Ity., July 21.—Clifford Ireland, 
director of trade and commerce of Illinois, in 
answer to the request of Leon Hornstein, act- 
ing corporation counsel of Chicago, that he re- 
fuse to renew the licenses of twenty-eight re- 
insurance companies operating in Illinois until 
each of them shall have taken out a license 
for a resident agent, says that the revenue law 
does not apply to reinsurance companies and 
he therefore declined to hold up their licenses. 
Mr. Hornstein made the request of the director 
of trade and commerce with the purpose of 
compelling the companies in question to do 
business through a resident agent in such form 
that such lawful transaction of the business 
may be known, so that the amount of business 
done shall be susceptible of audit within this 
State, with the ultimate object of collecting 
taxes from these companies. The reinsurance 
companies have been complying with all the re- 
quirements of the law and are not required un- 
der the statute to have resident agents to sign 
their reinsurance contracts. 


Mrs. Charlotte D. Riess Re-elected 
IxpraANApouts, INnp., July 19.—Mrs. Charlotte 
D. Riess has been re-elected secretary of the 
Mutual Fire Insurance Company of Indiat- 
Mrs. Riess has held this position for 
Iteht directors wert 
G 


apolis. 
the last twenty-five years. 
selected to serve for two years as follows: 
J. Meyer, Fred Gerdts, Fred Schmidt, Charles 
Holtman, Frank Radez, William Trefz, Charles 
Aldag William Ernsting. New officers 
will at the meeting of the 


and 


be named next 


directors. 
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UNIVERSITY TRAINING SUCCESSFUL 


Companies to Furnish Scholarships in 
Northwestern School of Commerce 


Cuicaco, ILL., July 21—Commenting on the 
plan of twenty-eight leading fire insurance com- 
panies to furnish free scholarships in the North- 
yestern School of Commerce, where the stu- 
dents will be given a special course in fire in- 
wrance training, Mr. Davies, assistant dean of 
for 
suc- 
out 


the school, states that university training 
business executives has been demonstrated 
cessfully in many other lines. He points 
that now a group of the most progressive fire 
insurance companies of the country are 
acknowledging this fact and are asking North- 
western University to help them recruit their 
tafis with young men who in future years will 
he qualified to carry on the great business their 
dders now direct. Dean Davies also points 
ut that the insurance companies face the prob- 
km of supplying their own ranks with new 
executives and that while they pay the tuition 
f the students at Northwestern University the 
purpose is mainly self-protective. 


National Association’s 29th Annual 
Convention 
As was previously mentioned in Tue SpeEc- 
ntor, the twenty-ninth annual convention of 
the National Association of Insurance Agents 
will be held in Milwaukee, September 9, 10, 11 
and 12, It will convene in Arcadia Hall, a 
recent acquisition to the Hotel Antlers, and 
the 
Every convenience is being extended 


vill have its headauarters in Wisconsin 
hotel. 
to visiting members and their families, with 
the result that the railroads have granted a 
round-trip ticket rate of one and _ one-half 
fares on the identification certificate plan. 

William B. Calhoun, president of the Mil- 
watkee Board of Fire Underwriters, is gen- 
eral chairman of the committee in charge of 
atangements, and Ben A. Lehnberg, of the 
agency firm of Chris, Schroeder & Son Co., 
Milwaukee, is chairman of the hotel commit- 
te. Mr. Lehnberg requests that all reserva- 


tons be sent to him as soon as possible. 


Insurance Institute Has Additional 
Subscriptions 
Since the charter was passed by the Legis- 
‘ture and signed by the Governor, which was 
ime on May 1, 1924, two additional subscrip- 
‘ns of $500 each have been made to the work 
‘the Insurance Institute of America. One 
from the Royal Insurance Company, Lim- 
‘and the other from the Etna Fire Insur- 
mee Company. These subscriptions were in 
ldition to the twenty-seven which had been 
itviously made for a like amount in each case. 
“rolina Mutual to Issue Non-Assessable 
Policies 
at the regular annual meeting of the Caro- 
‘ta Mutual Insurance Company of Charleston, 
. C, held last week in Charleston, the board 
"directors decided that, from this time forth, 
‘ly policies be issued. 


non-assessable will 


decision came after the officers reported 


that the company was in possession of a net 
surplus of $283,640. 

By this action the company has established 
itself as the only one in the State now issuing 
such policies permitting the policyholder 
participate in the dividends and yet incur no 
liability. 


to 


Year’s Business Aggregates $77,903,755 in 
Wisconsin 

Mapison, Wis., July 19.—The daily expendi- 
tures of Wisconsin people for insurance is ap- 
proximately $250,000. This is the statement of 
W. Stanley Smith, Commissioner of Insurance, 
in a report to Governor John L. Blaine made 
public to-day. Mr. Smith pointed out that the 
receipts of the insurance department have in- 
creased three-quarters dollars 
since 1920. 

The total amount expended for all forms of 
insurance by the people of Wisconsin during 
1923 aggregated $77,903,755 and was collected 
by 730 companies authorized to do business in 
the State. This is an increase of $15,500,000 
over the totals for 1921. At the present time 
about 10,000 residents of Wisconsin are author- 


of a million 


ized to write various forms of insurance. 

In his report to the governor, Commissioner 
discovered 
that some companies insuring railroad proper- 


Smith also announced that he has 


ties have not paid the fire department dues tax 
on such risks. He said that these are now be- 
ing audited back to 1858 and that a large col- 
lection of money will be obtained for the use of 
certified fire departments in towns, cities and 
villages. 


Hartford Companies to Be Reimbursed 


Announcement comes at last that the Hart- 
ford insurance companies are to be reimbursed 
finally to the extent of $68,188,000 for their 
losses resulting from the German submarine 
warfare. Word was received in Hartford late 
Monday night that reparation could be expected 
at an early date as the funds were already in 
Settlements will be made through 
the State Department at Washington at the 
discretion of the Mixed Claims Committee. 

It is believed that the amount of losses now 
to be paid by Germany includes the insurance 
companies’ claims on the lives lost on the Lusi- 
tania. 


this country. 


Due to the fact that no certain informa- 
tion is obtainable it is not certain just how the 
funds will be distributed: it is known, how- 
ever, that practically all of the insurance com- 
panies domiciled in Hartford will benefit. Per- 
haps these benefits may indirectly act upon the 
stockholders and policyholders: 
losses and claims have been settled and writ- 


for all of these 


ten off the company books, and it is more than 
probable that all which will be forthcoming will 
be turned into dividends or net assets. 


National Fire Protection Association 
The National Fire Protection 
has issued a book of over 400 pages describing 


Association 


in detail the proceedings of the last annual 
meeting held at Atlantic City, Mav 13, 14 


and 15. 


CHICAGO BOARD ACTS 





Four-Agency Limitation 
Rule by Fifty Votes 


Endorses 


ALSO URGES NEW WATER SYSTEM IN 
CITY 


Pledges Equitable Recognition of Rates in 
Districts Where Recommended Pro- 
tecten Is Installed 

Cuicaco, ILt., July 19.—At the meeting of 
the Chicago Board of Underwriters, the four- 
agency limitation rule was indorsed by a vote 
of 61 to 11. The old three-agency rule, which 
had been in effect for more than twenty-five 
Under the new 


years, has not been enforced. 
rule, a company having an annex can make 
any adjustment it desires in the matter of 
representation for the parent company and the 
annex—either three for the former and one for 
the latter or two for each. 

To bring all the companies doing business in 
Chicago into line with the new rule, it will be 
necessary to take up forty-four agencies; and 
this can be done, it is held, with comparative 
little trouble, considering the importance of 
the legislation. 

A resolution presented by A. O. 
chairman of the fire department of the board, 
urging the installation of a high-pressure water 
system in districts of the city which are greatly 
in need of such protection was unanimously 
adopted. The preamble of the resolution 
pointed out that the fire department of the city 
is handicapped by not having adequate high- 
pressure water system in the congested indus- 
trial and mercantile districts with their large 


Burdick, 


values. 
The of 


equitable recognition in rates of premiums in 


board underwriters pledges an 
districts which may be placed under high-pres- 
sure protection installed with 
the recommendations of the National Board of 
Fire Underwriters and which shall receive its 
It was recommended that the ques- 
tion of high-pressure water system.to be taken 


in accordance 


approval. 


up with the city officials and civic bodies, to the 
end that the city may be as speedily as prac- 
ticable placed under adequate protection. 

The following were elected members of the 
executive committee to fill vacancies occurring 
through the expiration of the terms of three 
former members: C. E. Rollins, of Rollins, 
Burdick, Hunter Company; C. E. Mann, of 
Herrick, Auerbach & Vastine; G. A. Richards, 
of G. A. Richards & Co. 





The Spectator Issues a Number Devoted to 
Organizations 

Tue Spectator of this city has published its 
July 17 issue in two sections, the second con- 
sisting of 124 pages devoted to organizations in 
the insurance business. Thirty-eight of the 
leading fire, marine, life, casualty, surety, 
agency and other organizations are treated at 
some length, the articles being prepared as a 
rule by their presidents or secretaries and illus- 
trated with portraits of the leading officers. 
In addition a list is given of over a hundred 
national and sectional fire insurance organiza- 
tions and more than 2co State and city organ- 
izations.—Journal of Commerce, New York. 
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Three Reasons Why 


it pays insurance men to use our 


ACCIDENT BROKERAGE SERVICE 


1—Superior policies with many exclusive features; 
complete coverages for various classes of risks. 


2—Prompt and careful handling of applications; fair 
underwriting, enabling the Company to give 
liberal claim service; quick delivery of policies. 


3—Expert information and help in closing cases; 
trained Branch Office men at the Broker’s call; 
no strings to this assistance—all the commission 
belongs to the Broker. 














We also handle Surplus and Substandard 
Life Insurance—liberal first commissions; 


guaranteed non-forfeitable renewals 
(in Branch Office Territory) 


Brokers can qualify for the Company’s 
Quarter ¢-WMillion Club 


Havana in 1925! 




















Missouri State Life Insurance Company 


M. E. Singleton, President Home Office: Saint Louis 


Lite, Accident, Health, Group 
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ELECTS OFFICERS 





American Fire and Marine Names 
Its Executives 





SEALY HUTCHINGS MADE PRESIDENT 





Interests Closely Identified With American 
Indemnity and Texas Indemnity 
Companies 

The new American Fire and Marine Insur- 
ance Company of Galveston, Tex., at a meet- 
ing held in the home office last week, elected 
ts officers for the coming terms as follows: 
Sealy Hutchings, president; S. E. Kemper, 
George Sealy and J. E. Seinsheimer, vice-presi- 
dents; C. S. Kuhn, secretary and assistant 
treasurer, and H. EK. Economidy, treasurer and 
assistant secretary. 

Practically all of the officers, with the excep- 
tion of S. E. Kemper, are also executives of 
the American Indemnity Company and the 


Texas Indemnity Company, and this close 
afiliation of interests should make for the 
greater stability of each of the organiza- 


tions. The American Fire and Marine will 
write fire, theft, property damage and collision 
insurance on automobiles, and will also write 
fre insurance on buildings and contents. In 
addition, the company is chartered to write 
marine coverages if it sees fit but no definite 
plans regarding its intentions with reference 
to insuring marine hazards have been announced 
as yet, but such plans may be expected soon. 





The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 








Over a million in assets and 
enjoying PROSPERITY, 
CONFIDENCE, PRESTIGE 
and SUCCESS. All due to 
unselfish management; to fair- 
ness and liberality in writ- 








ing Fire, Tornado and Auto- 
mobile Insurance. 








THE LIBERTY FIRE 
INSURANCE CO. 


J. C. BARDWELL, President 











The meeting of the American Fire and 
Marine, besides the election of officers, named 
the following directors to serve on the board: 
Sealy Hutchings, George Hutchings, S. E. 
Kemper, J. E. Seinsheimer, Harry A. Black, 


Walter Kelso, Walter Eggers, Dr. F. W. 
Ayes, W. E. Maxon, Fred Hartel, J. W. 


Zempter and J. P. McDonough. 


BOARD MEMBERS SIGN AGREEMENT 


Desire Policies in Force to Run Until Ex- 
piration Regardless of Changes 

Cuicaco, Itu., July 22—The Board of Fire 
Underwriters of Springfield, Ill., is hoping that 
the new rate book for the city will not affect 
policies now in existence. The thirty-four agen- 
cies, members of the board, have signed the 
following agreement: 

Whereas, the Illinois Inspection Bureau is 
now rerating Springfield, Ill., and the territory 
shown in the Springfield rate book, and will 
promulgate new rates affecting the insurable 
property of the city on or about August I. 

Whereas, it is the desire of the members of 
the Springfield Board to handle the renewal of 
existing business and the writing of new busi- 
ness with the least necessary trouble and in- 
convenience to both their agencies and the com- 
panies they represent and as they feel that poli- 
cies now in existence should be allowed to run 
until expiration without reference to any 
change, whether increases or decreases, which 
may show in the new rates. 

Therefore, be it agreed, that we shall not 
cancel or rewrite any existing poiicies for the 
purpose of taking advantage of any changes 
which the new rates may show, nor to make 
endorsements for the same purpose, nor to in 
any way endeavor to change rates or premiums 
on existing policies, except where improve- 
ments make a change in rate rightfully due the 
assured. 

This action is taken with the approval and 
suggestion of the Illinois State Board and for 
the purpose of handling business in Springfield 
and the territory shown in the Springfield rate 
book, with terms fair to all agents and com- 
panies and is in line with similar action taken 


in Peoria and Quincy, Ill. 


Companies Pay Additional Tax in 
Virginia 

Ricumonp, Va., July 22.—Practically all of 
the insurance companies operating in Virginia 
have paid the additional tax of one-eighth of 
one per cent in accordance with a ruling re- 
cently issued by Hon. John R. Saunders, at- 
torney-general of that State. A clause of the 
general revenue measure enacted last winter at 
the biennial session of the general assembly in- 
creased premium taxes, on all classes of car- 
riers, one-eighth of one per cent, but it was 
thought until General Saunders issued his rul- 
ing a few weeks ago that the new rate would 
not become effective until January 1, 1925. He 
held, on the contrary, that it was applicable to 
No provision for the increased 
Unless 


1923 premiums. 
rate was made beyond the year 1925. 
the general assembly re-enacts the present law 
in 1926, the old rate will become operative again 
on January 1, 1926. 


W. G. McBLAIN BECOMES PRESIDENT 


Heads Pennsylvania Federation to Succeed 
the Late A. C. McLean 

First Vice-President Walter G. McBlain, of 
the Insurance Federation of Pennsylvania, has 
been made president to succeed the late A. C. 
McLean, whose sudden death from siinstroke 
was noted in THe Specrator for last Thursday. 
Mr. McBlain’s accession to the presidency of 
the organization was in automatic compliance 
with the by-laws of the Pennsylvania Federa- 
tion. 

Walter G. McBlain is an insurance man of 
much experience and ability. He was born and 
educated in Philadelphia and his earliest act 
in the insurance business was to associate him- 
self with the office of the Metropolitan Life 
Insurance Company there. Later, he was trans- 
ferred to Harrisburg to take charge of the 
Metropolitan’s activities there and finally 
joined the Mutual Life’s forces at York, Pa., 
where he now represents that company. 


ZN C/N C7ZONC7O' 


Many of the Leading 
Agencies in the United 





States now Represent 


The 


WORLD 


Fire and Marine Ins. Co. 
HARTFORD, CONN. 





Capital, $1,000,000 Surplus, . $1,000,000 





RALPH B. Ives, President 








Why Not You? 





“ Then give to THE WORLD 
the best that you have and the 
best will come back to you.” 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 


A : AN -— HAS BEEN MET BY c tt H AMPTON LOADS 
can Re-Insurance Co. ; 
meri FIRE 4» MARINE 








242 S. 13th Street Philadelphia, Pa. 

ee cy 
Capital : - - - ,000. 

coke - - - - 670,033.03 ; MPany 
Voluntary Catastrophe Reserve 200,000.00 | NORFOLK, VIR 


Reserves - ~ - - 2,643,444.07 


| 
RE-INSURANCE ONLY | Address Home Office For Agency Connection 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 





Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. Morin, 
President Vice-Pres. and Managing Under. 


| 
| 
Financially Strong Conservatively Managed Liberal Contracts | Secretary Fire Dept. 
| 
| 
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CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
U. S. Head Office: 
555 Asylum Street Hartford, Conn, 


CHAS. H. POST, U. S. Manager 
R. C. CHRISTOPHER, Assistant U. S. Manager 


CORRESPONDENCE INVITED 
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AFEGUARDING THE NATION’S PI. d . . 
. eygroun*' | Industrial Life and Health 
Insurance Company 





reat industry has been developed ~ 
A g y ’ ; Home Office: 91-98 Walton Street, Atlanta, Ga. 
to furnish the stimulus of relaxation ; 
mies ante acide dae, a ee hee 
to the millions of men and women who funda & ee ee ee ae 
ee ’ | JOHN H. McEACHERN, President 
make the Nation’s wheels go ’round. | R. H. DOBBS, 1st Vice-President 


S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 


Back of the rest and pleasure of these 
innumerable summer resorts the steady- 


ing hand of Insurance is seen, providing 








The Colonial Life Insurance Company of America 


financial security — developing higher Whole Life, Limited Payment 
E NEW & Endowment cn 
standards of safety—lessening the hazard | ORDINARY, High Values ITS OWN 
POLICIES Attractive and Novel Features | AGENCY 
tow Gast STAFF ONLY 





to human life. | 
Which with especially favorable Industrial Contracts 
| Give Agents unsurpassed money-making opportunities 


Its widespread activities, during this great E. J. HEPPENHEIMER, President 


i ; resort lands | Geo. T. Smith, Vice-President Dunbar Johnston, Secretary 
ee wee, ccenens - Chas. F. Nettleship, 2nd Vice-President S. R. Drown, Asst. Sec’y 
throughout the country, are another indication and Asst. Treasurer. 

g y» HOME OFFICE—JERSEY CITY, N. J. 




















of the National scope of the L.& L. & G. | cceeiaiiaails cineaniaeaiieminemeneiial 


ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 
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3 en JAMES W. STEVENS, President 
S ” GLOBE, : 
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THE MAKING OF THE | 


Ldward P. Lardy, Iisi stant Manager, New York Fire Insurance Lxchange™ 
Thirtieth Article | 





The Aubin Schedule 


(Continued from July 10) 


The schedule also analyzed such attributes as wall, 
roof, cornice, skylight, ventilator, cupola, dormer win- 
dow, well hole, hatchway, elevator or circular stairway, stove 


pipe, metal smoke stack and steam pipe, communication, brick 
exposure and iron shutters, wood exposure, boiler and steam 
pipe, facilities for extinguishing fires, artificial light, charges 
this latter charge dealt with the 
location of the stock in the building, provisions were made in 


to stock above building rates; 


occupancy charges which assumed a stock on the third floor 
of the building. A reduction was made if it were on the third 
or second, and an increase if it were above the third floor. 
Where the stock was owned by the same party and occupied 
several floors, the charge for all of the floors was added together 
and then the average charge taken. This point is mentioned 
because it is one of the points that is used in the Universal Mer- 
cantile Schedule, and while it is not the intention at this time to 
make a comparison between this schedule and the Mercantile, 
one or two things at least should be pointed out because it shows 
how well thought out were many things which went to the 
making of this schedule. 

The deductions provided were for watchmen, watch clock, 
approved extinguishers and standpipe; this latter included pro- 
vision for sidewalk connection as well as the roof. There was 
a penalization 1f the risk was not accessible to the fire depart- 
ment, presumably on a railroad or an undue depth to the build- 
ing, which made the basement inaccessible. 


For co-insurance the allowance was 10 per cent to both 
buildings and contents. 

The charges for occupancy bear the heading: “C. T. Aubin’s 
Alphabetical Catalogue of Risks, with Their Charges to Stock 
and to Building.” 

These are arranged in alphabetical order beginning with 
“Zinc Works.” That important 


brick and the other for 


“Academies” and ending with 


are arranged in two series, one for 
the occupancy and another charge for contents. This distinction 
between the hazard of the occupancy and the susceptibility or 
damageability, 


as it was called, of the contents. The charges 


are arranged in two seeries, one for brick and the other for 


frame, and each series is in two divisions for building and con- 
tents. There was an analysis of the occupancy and it was not 
merely a question of one charge for either building and/or 
This may be illustrated by two items. 


the charge to building being .10 


contents for the business. 
The first item is “Academies” 


and for contents .20. That is all there is to this item. But 
under C, the first item is ““Cabinetware stock” and then there is 
a series of items depending upon the conditions of work. This 


can only be illustrated by quoting the entire item: 





Cabinetware stock. a a aren 40--20 
_ with privilege to ‘upholster, add®........... 
* ‘upholster and varnish; ad@ic... 2.0 css e0 o-s 80-20 
‘ “ making shavings and repair, add.......... 25 
manufacturing by hand, no drying......... 150 
: * manufacturing > Dy Steaiias «<<. <)6, 6 <:céeieicisiaiss 200 
; ‘© -withe fire. Gili AGG 4 oo oc 5 eaaawoccegs 50 
: ‘ manufacturing with fire drying, add*....... 50 
: “ manufacturing with steam drying, add*.... 25 
‘ manufacturing if steam planers are used... 15 
: “manufacturing without freproof shaving 
Webtll Gi AMUN vs 3 ate cscs inst esnreio cine wate tawlarne 100 


manufacturing if without shaving spout, add. 50 


* See last page. Charge separately for each of the above, if contained 
in the same building, unless standard cut-off. If cut off charge as per 
schedule. When the same item is repeated on the same risk reduce each 
to its equivalent in non-hazardous tenants separately. 


In the event of the occupancy being mixed, the plan adopted 
was to reduce them to a common denominator and base the 


charges thereon. For instance: 
Mrxep OccuPANcy 
Cents 
First floor, wine and liquor, in packages, charge to building (if 
alone), which equal 2 non-hazardous tenants................ 10 
First floor, gutta-percha India rubber goods, charge to building 
(if alone), which equal 1 non-hazardous tenant.............. 10 
First floor, restaurant, charge to building (if alone), which equal 


§ not-hazardens: tenants... «<n oansccceangec caslen be tedeenedans 20 
Second floor, furniture, stock, charge to building (if alone), which 

equal %2 non-hazardous tenants)... 2'<..5.4.< ccs ncaicsswucnss 40 
Second floor, saddlery and harness making, charge to building (if 

alone), which equal 6 non-hazardous tenants. .....6.0csceneeees 25 
Third floor, paper box manufacturing, charge to building (if 

alone), which equal 6 non-hazardous (2) | se eee aa 25 

Total. ‘non-hazardous tetiants dtd. 6.5 cos ccsecueeicas 31 

And 31 non-hazardous tenants equal........... adavonkes 61 


Which is the total charge to the building for occupancy. 


When the charge in the classification is found in the column Special, 
said charges will be added to the building; and when fully rated for 


deficiency, exposure and all other occupancy (including the above 
mentioned), the rate on the building and all occupants therein will be 
the same. 


When one reflects that this was brought forth in 1876, one 
can appreciate the far-reaching vision of the man who prepared 
it. For instance, take the statement in the preface which sets 
forth the important principle now well recognized that two 
openings in a floor are not twice as dangerous as one. Special 
attention is called to the fact that the author stated that from 
experience and experiments he had satisfied himself that the 
draught created by one, two or three hatchways was in the pro- 
portion of .o5 for one, .o8 for two and .10 for three, with .o1 
additional for other openings. 

It is pleasant that at this belated date a word of appreciative 
can be given the author of this schedule. He was a 

: but more than that, he was a pioneer with clear ideas 
A very 


tribute 
pioneer 
as to many of the problems involved in rate making. 
careful study of his schedule and a comparison of it with many 
of the modern schedules leads us to appreciate what a most 
excellent piece of work he devised. 
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MORE THAN $28,500,000.06 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. ALEXANDER, President 
General Offices: Chicago, U.S.A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 











FOR FOLDER 
SHOWING ELABORATE DISPLAY 








MISS BINA M. WEST 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Larg estFraternal Benefit Society in the World Composed Exclusively of Women 


A *‘Millionaire’’ Fraternal Benefit Society 

The Rates Are Adequate 

The Membership is over 255,000 

The Reserve Fund is over $19,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of Its Members 
Cares for its Needy Sick 

W. B. A. Health Centers in Every City 

Summer Camps and Clubs for Girls 

Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 


Write for information to 


MISS FRANCES D. PARTRIDGE 


Supreme Commander, Port Huron, Mich Supreme Record Kesper, Port Huron, Mich 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1924 


Reserve for Unearned Premiums .............. $1,251,042.79 

DUCE TAQDIAES cos 55 seis ois xs e'0.h0:5:e nina aS oe 307,400.33 

COTTE GR Sa eee nner $500,000.00 

UO ES) icc) i ee 1,103,162.36 

Surplus to Policyholders................... 1,603,162.36 
MMPEIU RCE ON ES 55 Ooo 2is Sucre Oradea eh eee $3,161,605.48 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 














LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 














Sell Use and Occupancy 


While fire insurance will rebuild, even keen insurance 
buyers sometimes overlook the necessity for indemnify- 
ing against the inevitable business loss following tempo- 
rary suspension of operations caused by fire. 

These losses may be covered by Business Interruption 
Indemnity, commonly termed Use and Occupancy In- 
surance, which covers actual loss of net profits on busi- 
ness prevented and for such fixed charges and expenses 
as must necessarily continue during suspension of busi- 
ness. ‘This latter item will include such specific items 
as taxes, wages and salaries, interest, insurance premiums, 
and contracts. 

There is a ready market among manufacturers, whole- 
sale distributors and any firms whose existence depend 
upon their continuity of output and a steady clientele. 


Sell U. & O. in your town—there’s a big field. 
Ask the American Eagle ‘‘Special’’ 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 








HENRY EVANS Cash 
Chairman of the Board Capital: 
JAMES A. SWINNERTON One Million Dollars 

President 
“AMERICA FORE” 
New York Chicago San Francisco 








Manuals of Automobile, Compensa- 
tion and Liability Insurance 


THE SPECTATOR COMPANY is in a position to supply to Companies 
and Agents Manuals as follows: 


Combination Automobile Insurance Manual 
A complete, convenient and always up-to-date Loose-Leaf Book 


presenting in one volume all needed underwriting facts. All standard rules 
and rates for all classes of coverage. 

Full official serial number data. 

Prices (with loose leaf sheets up to date): 
Home Office Edition, cloth wing-fastener binder (a country-wide 
DAREN go < cong, 4 5 lareiaiare win iwin'in ea eral anatask wrera Alc) ooye Baha ali Bid an aelo wee ie $4.60 
With 1% inch ring binder, leather, $3.00 extra. 
With 1% inch ring binder, leatherette, $1.75 extra. 
Field Editions (Eastern, Southern, Western or Pacific), cloth wing- 


RASLOMOR SDM On  NOACI 5: ong. s:a:c.5 arasale wvaleta al piave Haus Riera RG oralai are ace rOF -00 
With 1 inch ring binder, leather, $2.25 extra 
With 1 inch ring binder, leatherette 1.50 extra 


Manual of Compensation and Liability Insur- 
ance—Rules and Rates—THE BASIS MANUAL 


Hitherto in preparing manuals of rates for workmen's compensation an 
liability insurance, the compilers have confined their labors to individua 
States. Now that nearly half the States of the Union have enacted com- 
pensation laws, it has been found feasible to compile a basis manual ap- 
plicable to all States. Issued in loose leaf form. 

The rates given therein are the basis rates for all classifications, while 
differential slips containing the multiplier to be used in arriving at the 
manual rate for particular States will be supplied as desired. 


MANUAL OF LIABILITY INSURANCE—RULES AND RATES. 


Being basis rates for liability insurance in States having no compensation 
laws. Loose leaf form. Differential slips supplied as desirea. 
Workmen’s Eighth Edition, 


Digest of Compensation 


December, 1923 


These Manuals are official and can be supplied in quantities to suit. For 
prices and further particulars, address 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 
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|_FIRE INSURANCE NOTES AND EVENTS 





NEW YORK SURVEYS 
Liability of Directors.—An 
case that is now going forward in England 


interesting 


which involves the liability of directors of an 
‘surance company will probably raise some 
important questions as to the extent of such 
jiability. This is only a preamble, because 
the question has come up on the street re- 
cently in this way. If a valued policy is not 
permissible in the State of New York are 
those who issue such policies liable to the 
stockholders for a loss which ensues? In a 
recent important case where such policies had 
heen issued and the loss was substantial, had 
therefor the stockholders a good claim against 
those who issued the policies? Sooner or 
later this question will have to be decided. 


A Daniel Come to Judgment.—‘‘It seems 


to me that such subjects are so intimately 
allied with the making of rates and torm 
such an integral part thereof that their 


handling and supervision by rules are a neces- 
sary part of and adjunct to the rate-making 
power.” In these words the Appelate Divi- 
sion has decided that the control of agents 
and commissions is a part of the rate-making 
job. Should this be sustained by the Court 
of Appeals and by the Supreme Court of the 
United States, where it may be carried, it 
will profoundly affect the business of fire in- 
surance in the United States. Just fancy not 
being able to pay excess commissions! 

The Garment Worker Once More.—The 
committee or group which has been consider- 
ing this business from the insurance stand- 
point is continuing the work, and the next 
step will probably be a series of conferences 
with different groups representing different 
phases of the matter. In the final analysis, 
though, why should the underwriter continue 
to write at a loss a business so substantial as 
that of garment making in New York city? 
Does not the blame for the condition come 
back to him, after all? 

Another Educational Step.—A group of 
companies in Chicago or the western depart- 
ments of some companies have united in a 
plan for a two-year course to selected em- 
Dloyees at the School of Commerce at the 
North Western University. The plan con- 
templates that the students shall spend the 
forenoon, that is, nine to twelve, in the com- 
panies’ office and in the afternoon and even- 
ing at the School of Commerce. The studies 
provided, while they include insurance, also 
include a large number of other studies, as 
accounting, economics and others. The offer 
wil be made to those who have graduated 
trom high school. In other words, they must 


have a good preliminary education. The tui- 
tion cost is $250 a year, which the companies 
It will be interesting to see the 
It is only another indi- 


will pay, 
tesult of this effort. 


cation of the difficulty of attaching to the in- 
surance business suitable material which will 
develop for the higher positions. Anything 
which helps this matter will be decidedly wel- 
come. 

Lloyds New Building.—It is interesting to 
note, with regard to the new building to be 
erected by Lloyds, that the shares are placed 
at £1 each. There are 700,000 of one kind 
and 300,000 of another, but the price is £1 
per share iv wither case. It is evident that 
this is going to furnish an opportunity for 
every insurance man, at least those 
connected with Lloyds, to become a_share- 
holder. In England the practice of having 
shares of low price appears to be quite com- 


nearly 


mon. The practice in this country is wholly 
different. 

Fourth of July Fires.—The number of fire 
alarms in tlie city of New York for the 


fourth of July and the fifth, which is really 
a part thereof, was 224. Considering the 
beautiful weather this seems a crime. 


BOSTON AND VICINITY 

The Boston Board of Fire Underwriters 
has issued a new colored map of the city of 
Boston's congested area showing the compari- 
unprotected and protected risks, re- 
vised and brought up to date. 
blocks, denoting fire 
resistive structures and sprinklered buildings 
respectively, are decidedly more marked than 
in maps of previous years, testifying to the 
gradual replacement of firetraps and old-time 
construction. This is the first map of its kind 
issued since 1921 and shows also the high 
pressure fire service mains instalied, 


son of 
The areas in 


Llue and those in red 


together 
with the location and capacity of the pumping 
stations. Figures show that while the or- 
dinary, unsprinklered construction has de- 
creased from 90 per cent in the first district 
in 1912 to 73 per cent in 1924, the fireproof, 
sprinklered structures have doubled in the 
same period. 

Alfred Davenport, former president of the 
Boston Board, and Frederick W. Porter, 
secretary of the Fitchburg Mutual Fire, are 
the two insurance men on the special commis- 
sion appointed by the governor for the in- 
vestigation of an effective means of reducing 
the annual property loss from fires in this 
commonwealth, in accordance with action 
taken at the last legislature. 

L. W. Kingman & Co., Hollis, Perrin & 
Kirkpatrick and W. A. Muller & Co. have 
recently been checked off on the list of 1n- 
surance offices holding enjoyable and success- 
ful “outings.” 

Bushrod H. Campbell will transfer at an 
early date from the service of the Star of 
America to become special agent of the Han- 
over of New York for Maine, New Hamp- 
shire, and Eastern Massachusetts. His head- 


tg 


quarters will be at 99 Milk street, Boston. 
Mr. Campbell will succeed George W. 
Roberts, now with the Springfield F. & M. 


PHILADELPHIA NOTES 

Honor Walter G. McBlain.—Insurance 
men of York County, Pa., recently gave a tes- 
timonial dinner to Walter G. McBlain, who is 
new president of the Pennsylvania Insurance 
Federation. Mr. McBlain number of 
years has taught insurance salesmanship at the 
York Y. M. C. A. At the recent dinner, Mr. 
McBlain said: “If insurance agents every- 
where will do their part in seeing that the 
proper officeholders are elected, we need have 
no fear of the future. On the other hand, 1f 
we are to be careless about the kind of people 
who hold office, then we can only look for 
difficulties and strife ahead.” 

J. C. Williams. of Williams & Cleaveland, 
insurance agents of Newcastle, Pa., has just 
been appointed to the board of directors of the 
Pennsylvania Insurance Federation for the 
year 1924-1925. He succeeds J. W. Henry of 
Pittsburgh, resigned. Mr. Henry was the first 
president of the Federation. 

The Pennsylvania Insurance Federation 
has indorsed the fifteen principles of business 
conduct passed by the Chamber of Commerce 
of the United States at its annual convention 
in Cleveland last May. 


for a 


Blanket Insurance on 14,500 Acres of 
Tobacco 

HaArtrorp, Conn., July 19.—Crop insurance 
on a large scale has been provided for by the 
Connecticut Valley Tobacco Growers’ Associa- 
tion, which includes tobacco growers in the Con- 
necticut and Housatonic valleys in Connecticut, 
Massachusetts, Vermont and New Hampshire. 

Growers of approximately 14,500 acres are 
protected by the association’s blanket policy with 
coverage to the amount of about $4,350,000, the 
premium on which amounts to $348,000. This is 
at the rate of $24 an acre for a coverage of 
$300. The saving in the amount which inde- 
pendent growers have to pay for the same 
coverage is about one-half. The policy this 
year contains a provision of profit-sharing in 
the event of small losses from hail. 

This year so far, there has been no hail in 
this section. The crop is late, owing to cold 
and wet weather during the regular planting 
season and now the growers are complaining 
that drouth is hindering the growth of the 
crop. 

The, insurance has been placed with the 
Hartford Fire Insurance Company and the 
Springfield Fire & Marine Insurance Company, 
both of Hartford. 


—There will be no more standing committee meet- 
ings of the National Board of Fire Underwriters until 
September, providing emergencies do not arise neces- 
sitating special session. 
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Back of every policy you sell 

‘ is an investment in the 
I community from which that 
business comes—Municipal, 
County and State Bonds— 
First Mortgages to your 
neighbor. 






























































We deposit the premiums 
you collect in your local 























bank. So Your business is a 

















local business. 
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mie. PRESIDENT 5G Gutler SECRETARY 
FIELD SUPERVISOR } 
Wichita, Hansas 











The Cream Is in the “Strippings” 





If you ever lived in the country, you probably have had the 
experience of nestling your head against the warm side of a 
red cow, the while balancing yourself on a one-legged stool 
as you directed two alternate streams against the bottomofa 
tin pail gripped tightly between your knees. And you re- 
member the admonition to make a thorough job of it—‘‘for 
the most cream is in the strippings.”’ 


In the life insurance business we face a like necessity. There 
is a certain volume of business that comes to an agent without 
much exertion, and is apt to be worth little more than the 
activity required to produce it. After the easy business is 
exhausted, then continued persistent effort brings the business 
that makes an agent successful and prosperous—for the cream 
of the territory is in the ‘‘strippings.”’ 


The Peoria Life is known for the help and encouragement 
extended to its agents to get the ‘‘strippings”’ of their territories. 
Policies are issued at all ages, to women as well as men, on 
participating and non-participating plans, for both standard 
Thorough service to policyholders sup- 
Stimulating campaigns 


and impaired risks. 
plements cooperation with 
at frequent intervals inspire Peoria agents to realize their full 
possibilities—to get their share of the “hard-to-get” business 
which is the basis of big success. 


agents. 


Peoria Life Insurance Co. Feoria, Illinois 











WE STAND 
BY THE TICKET 





. Candidates have been named and political leaders 
are pledging to ‘‘stand by the ticket.”’ 


Such isthe attitude of The Lincoln National Life 
Insurance}! Company towards its agents. 


Our field men deserve our best support. 


Accordingly we bend all our efforts to, give prompt 
and efficient service in,every line of their endeavor. 


This helpful spirit of The Lincoln National Life to- 
wards its ‘‘Standard Bearers’’ in the field makes it pay to 


=~ eons ee ee 


(LINK UP()wita THE LINCOLN) 








The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building FORT WAYNE, INDIANA 


Now More Than $325,000,000 in Force 
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Secretary, THE Eguiraste Lire ASsurANCE Society oF THE UNITED 


Supplement to THe Spectator, July 24, 1924 





WILLIAM ALEXANDER 


States, New York 
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July 24, 1924 


CONVENTION IN SESSION 





National Association of Life Under- 
writers at Los Angeles 





GEORGE E. LACKEY PRESIDING 


Program Arranged to Benefit the Average 
Agent—Many Delegates Attend 
[Special Reports from a Staff Correspondent] 
Los ANGELES, CALIF., July 21.—Fifteen hun- 
dred delegates have registered to-night for the 
thirty-fifth annual convention of the Na- 
we Association of Life Underwriters and 


tion , 
t 500 more are expected to-morrow. The 


abou ‘ ; 
exective committee was in session all day 
one of its most important accomplish- 


to-day, it is 
ving been the selection of Kansas City, 


ments ha 
Mo,, as the place for the next meeting. 
George E. Lackey of Oklahoma City, first 
vice-president of the Association, will preside 
at all the sessions and will be assisted by Ed- 
ward A. Woods, chairman of the program com- 
mittee, and Will G. Farrell of Los Angeles. 
Ata meeting of the leaders, held to-night at the 
Biltmore hotel, it was brought out that the 
program will be for the benefit of the small 
agents, in particular, and special effort will be 
made to confine the discussion to cases under 
$50,000. 
“Some highly interesting statistics concerning 
the relative needs of small and large estates 
for life insurance will be released. It is hoped 
that by this means, the criticism that last year’s 
meeting was of interest chiefly to the large 
policy writer will be overcome. Such, at least, 
is the desire of those in charge. 





Los ANGELES, Catir., July 22.—It is reported 
that the nominating committee of the National 
Association of Life Underwriters will offer the 
name of John W. Clegg, Philadelphia, for 
president for the coming year. He will undoubt- 
edly be elected. Between 1500 and 2000 dele- 
gates are here for the sessions which began 
this morning. The advanced 
with unusual precision and adjournment came 
promptly at 1 o’clock; thereafter pleasure be- 
came the order of the day. 

Outstanding among the developments of the 
executive committee meeting yesterday was the 
report of Robert L. Jones, treasurer. The 
financial condition of the Association is the 
best in years and a cash balance of over $10,- 
000 was reported. For the first time in a num- 
her of years the membership of the Association 
shows an increase which, although small, gave 
the officials much satisfaction as marking a 
new turning point in the organization affairs. 

An amendment to the constitution will 
passed 


program was 


be 


upon providing for numerical pre- 
cedence of vice-presidents to take care of the 
situation resulting from the illness of Presi- 
dent Wells. 

A resolution will be offered by Orville Thorp, 
former president of the Association, outlining 
a policy of co-operation by the members with 
the ex-service men in connection with the bonus 
bill, providing them with paid-up insurance 


policies. Every effort will be made to make 





the soldiers realize the value of conserving 


these policies. 
Messages expressing regret because of the 


illness of President Wells were sent to him 
from the executive committee and from the 
convention proper. The report of President 


Wells, dealing with the work of the Associa- 
tion during the past year and recommending 
methods for increasing the Association’s ac- 
not read distributed in 
It will be printed, together with 


tivities, was but was 
printed form. 
a comprehensive story of the convention, in the 
special National of Life Under- 


writers’ issue of THE SPECTATOR next week. 


Association 


IS PROMINENT EXECUTIVE AND 
AUTHOR 
William Alexander Has Record of Fifty- 
Three Years’ Continuous Service 
With Equitable Life 
An oil portrait of William Alexander, secre- 
tary of the Equitable Life Assurance Society 
of the United States, New York, which was 
undertaken B. Strandenaes, the 
prominent Norwegian artist, has now been com- 


recently by 


pleted. The deftness and fidelity of the work 
may be appreciated from a glance at the photo- 
graph of the painting which is presented as a 
supplement to this issue of THe SpecraTor, and 
it is to be noted that the artist’s brush has re- 
tained the impression of those characteristics 
of tolerance and sympathy which have contrib- 
uted so much to Mr. Alexander’s success as a 
company executive. 

The history of the Alexander family is, in 
large measure, intertwined with the chronicles 
of the Equitable Life. William C. Alexander, 
a famous statesman and jurist and at one time 
United 
of 


a candidate for Vice-President of the 
States, the first president 


Equitable on July 14, 1850, just after the com- 


became the 


pany was organized. His two nephews, the 

the James W. Alexander, D.D., 
were James W., and William Alexander. After 
attaining fame as a lawyer, James W. Alex- 


sons of Rey. 


ander became secretary of the Equitable Life in 
1866 and later, from 1899 to 1905, was presi- 
dent of the company. 

William 


career to the service of the Equitable and to 


Alexander has devoted his entire 
the beneficent aims of the great institution of 
Born in New York 
city, he was educated at the University of Vir- 
ginia, from which State the family originally 
came, and was for some years a resident of 
that Having completed his studies, 


he, in 1870, was offered a position as corre- 


life insurance generally. 


section. 


spondent in the home office of the Equitable by 
In 


1871 he was elected assistant secretary by the 


Henry B. Hyde, then its vice-president. 


board of directors and, in t880, was made secre- 
tary, a post he has continued to fill since that 
time. He has the 
I<quitable for a continuous period of fifty-three 


thus been an official of 
years, a record which, it is believed, has yet to 
be equaled. 


William 


tional writings and, in addition to his duties as 


Alexander is noted for his educa- 


secretary of the Equitable, is the author of 
numerous interesting and instructive works on 


15 





Life Insurance 

















Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















the subject of life insurance salesmanship, as 
well as being editor of “Agency Items,” the 
bulletin of the Equitable Life Assurance So- 
Mr. Alexander’s books are known to 
life insurance agents and managers throughout 
the country and their influence has done much 
to bring about a salutary change in the methods 
of selling protection policies. His earliest 
work on life insurance was “The Life Insur- 
ance Company,” published by D. Appleton & 
Co. Among the volumes written by him and 
published by The Spectator Company are the 
insurance text books of world-wide reputation, 
“Alexander’s Educational Series,” comprising 
five books complete in themselves, viz., “What 
Life Insurance Is and What It Does,” No. 1; 
“How to Sell Insurance,” No. 2; “The Pros- 
perous Agent,” No. 3; “The Art of Insurance 
Salesmanship,” No. 4; “One Hundred Ways 
of Canvassing for Life No. 5. 
These five volumes comprise a complete insur- 
ance education in themselves, treating of both 
principles and practices of life insurance. 

“Life Insurance Fables for the Man in the 
Street” was written by him during the past 
year and has just been published by The Spec- 
tator Company. 
interesting reading for the family and aid the 
life insurance agent in obtaining and insuring 
prospects. “Life Insurance Fables for 
the Life Underwriter” is now press, and 
will shortly be published by The Spectator 
Company. 

Mr. Alexander has given his lifetime to the 
business of life insurance; nevertheless, he de- 


ciety. 


Insurance,” 


These insurance fables make 


new 
in 


votes his outside time to many worthy objects, 
is a member of many clubs and civic societies. 
and takes part 
deavors. 


an active in community en- 





Western States Life Writes Big Volume 


The Western States Life Insurance Com- 
pany, San Francisco, held a June drive for 
business, during which the company’s field 


men wrote a total of $4,515,907. This is more 
than $400,000 greater than any single month 
in the entire history of the Western States 


Life, and exceeds by $501,768 the new business 
written for the same month in 1923. 
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BUSINESS INCREASING 


Six and One-Half Per Cent More Life 
Insurance This Year Than Last 


FORTY COMPANIES WRITE 
$4,177,759,000 


Slight Falling Off in Ordinary During June’ 


as Compared With June of 1923 
Six and One-Half per cent more life insur- 
ance was bought by the people of the United 
States during the this 
year than during the 
of last year, which year broke all prior records 
in life insurance production. June is the first 
month this decrease in the 
amount of new business, as compared with last 
year. 

This information is disclosed by the 
statistics of forty having in 
77 per cent of all legal reserve life insurance 
according 


first six months of 


corresponding period 


year to show a 


current 
companies force 
carried by United States companies, 
to figures given out by the Association of Life 
Insurance Presidents to the United States De- 
partment of Commerce. These statistics show 
that the volume of new life insurance during 
the first six months of this year, actually paid 
for, exceeds the production during the corre- 
sponding period of last year by more than a 
quarter of a billion dollars, during the 
same period of 1922 by more than one 
dollars. 

The total amount of new paid-for life insur- 
ance—exclusive of revivals, 
dend additions—written by these forty 
companies during the months of the 
year amounted to $3,162,363,000 in 1922, to $3,- 
922,362,000 in 1923 and to $4,177,759,000 in 1924, 
increases of 24 per cent in 1923 and of 6.5 per 
cent in 1924. 

In each of the first six months of 1923 there 
was produced a substantiaily greater volume of 
total insurance than during the corresponding 
month of the previous year. 

The total new paid-for business of each of 
the first six months of 1922, 1923 and 1924 to- 
gether with the percentage increases of 1923 
over 1922 and 1924 over 1923 is set forth in 
the table in the adjoining column. 

Considering the different classes of insurance 
for the first half of the found that 
ordinary increased $517,138,000, or 21.9 per cent 
in 1923 over 1922 and $204,102,000, or 7.1 per 
cent in 1924 over 1923. Industrial insurance in- 
creased $171,401,000, or 24.1 per cent in 1923 
over 1922 and $83,725,000, or 9.5 per cent in 
1924 over 1923. Group 
$71,459,000, or 81.8 per cent in 1923, 
creased $32,430,000, or 20.4 per cent in 1924. 

Each 
greater volume during each of the months of 


and 
billion 


increases and divi- 
member 
first six 


year, it 1s 


insurance increased 


but de- 
class of insurance was purchased in 
1923 than during its corresponding month of 
the previous year. 

The amounts of each class of insurance pur- 
chased in each of the first six months of 1922, 
1923 and 1924, as well as the percentage in- 
creases im 1923 and in 1924, are shown in the 
adjoining column. 





History of Standard Life of Atlanta 

The Standard Life Insurance Company of 
Atlanta, Ga., of which Herman FE. Perry is 
president, has issued a handsome brochure in 
which the history of that company is set forth, 
with appropriate illustrations. The company is 
the outgrowth of the initiative and energetic 
and intelligent work of Mr. Perry, who took 
the first steps toward its organization in June, 
It was not until March 22, 1913, 
ever, that he was able to secure a certilicate 
from the Georgia Insurance Commissioner 
showing that $100,coo in bonds had been de- 
posited by the Standard Life. Mr. Perry then 
started to build up the company, and on Jan- 
I, 1924, it had $28,823,231 of insurance in 
force and $2,655,036 of admitted The 
now has a large and efficient staff of 
achieved a 


me 


1908. how- 


uary 
assets. 
company 
officers and employees, and _ has 
gratifying degree of success. 

Linked up with the Standard Life are the 
Citizens Trust Company, the Service Company, 
the Citizens Company, the Service Realty Com- 
pany, the Service Engineering and Construction 
Service Printing Company, 
the National Fuel Corporation, the Service 
Pharmacies, and the Service Foundation, Inc. 
Some of these organizations have attained even 
larger financial proportions than the Standard 
Life, which company, conducted by and for 
colored people, has achieved a large measure of 
success. 


Company, the 


Montana Life Occupies New Building 

The Montana Life Insurance Company, 
Helena, has just finished installing itself in its 
new home office, the Montana Life building. 
The new office has been under construction for 





LIFE INSURANCE 


(Exclusive of Revivals, 


TOTAL NEW 





years was for $4462; 


PAID-FOR 
Increases and Dividend Additions) 





=—=—=——. 


the last two years, and is said to be the most 
beautiful building in Montana. 

The company’s change of office comes just a 
the end of Cunningham month, during which a 
drive for new business was made in honor of 
Vice-President and General Manager , R 
Cunningham. The new business written during 
the month amounted to $1,021,500, the biggest 
total for any one month during the last four 
years. 

TRAVELERS WRITES $110,000,000 IN 
JUNE 
Largest Production of Any Month in 
Company’s History 

HaArtTForD, Conn., July 19—The Travelers 
Insurance Company here wrote $110,000,000 of 
new life insurance during June, making this 
the largest volume of business ever written jp 
any month in the history of the company. New 
insurance on policyholders of less than two 
standing aggregated $42,000,000, and in- 
surance on other risks totaled $48,000,000. New 
group life insurance in the amount of $29. 
000,000 was written and clerks in the life de. 
partment set a record of turning out 1037 poli- 
cies in a singlé day. More than 39,000 lives 
were protected by the agents’ efforts over the 
thirty-day period. 

The leading agencies, from the standpoint of 
production of new business during June were 
as follows: Chicago agency, $6,321,995; John 
Street, New York city, $4,745,064; Bookstaver 
New York, $4,488,447; N. Newman 
Robinson agency, New York, $4,456,000, and 
Baltimore agency, $3,363,0co. The average pol- 
icy on lives previously insured less than two 
$4686. 


years’ 


agency, 


for sianocsed 


40 UNITED STATES COMPANIES 




















Increase Increase 
Month 1922 1923 Over 1922 1924 Over 1928 
WOME 6c Pena Daw ER 0 FRE Re sw Ss Ore $441,165,105 524,528,384 18.9% $637,381,491 21.5% 
PGRENGED ooo so 6a cica eo we une wee ke Beenie 479,945,311 wityred 684 12.4% 620,7 7 ni 321 15.0% 
Ne aR ee Oe nels 567,888,129 699,088,694 23.1% 28,367 8.1% 
PNET correcting Sur aienate aie oy Sle ses ane : 555,948,413 2 30.8% .2% 
BA ARPS ars 8 AY ap ce axes atie ai pipe eee, tse ane ISCe 564,281,929 24.8% fie 6.2% 
cS a atin ene ree es Gepeg meron re orton Pes 553,134,564 31.5% 686, 702, 257 —5 6% 
$3, 162, 363, 451 $3,922,361,891 24.0% $4 177,7 58,988 6.5% 
NEW LIFE INSURANCE PAID-FOR—40 UNITED STATES COMPANIES 
(Exclusive of Revivals, Increases and Dividend Additions) 
ORDINARY COMPANIES—40 COMPANIES 
Increase Increase 
Month 1922 1923 Over 1922 1924 Over 1923 
Ne REE ara ie $333,689,246 $398,150,219 22.9% $448,998,823 12.7% 
RONAN STAR IAER ig isl DicsZosiece Vat cusp staes ble fovea teekatovetemeneearetys 415,006,103 14.8% 467,982,006 12.8% 
DAGPCR ... sce es 541,387,739 20.0% 57 3,125,017 5.9% 
April 485,874,435 19.0% 3,525 9.4% 
FP OER EORTC OC ‘ 511,963,102 19.3% 5e¢ ; 6.8% 
PRES. 5 cots 420. 361 ‘618 527,994,531 25.6% 51: 5,95 7 643 —2.3% 
$2 363, 237,770 $2,880,276,129 21.9% $3,084, 478,3 387 “TAG 
INDUSTRIAL INSURANCE—6 COMPANIES 
Increase Increase 
Month 1923 Over 1922 1924 Over 1923 
>. ae 12,67 $179 655,720 59.4% 
February... . 14,75 143,762,189 25.3% 
March. 37, 56,791,823 13 7% 
RES is 4 gooecdeshaa oe Gls s Sole aes 8 158,557 ,021—23 8% 
Bay «65.0: ‘ 32 173,628,947 7.0% 
Lt Sn a eee 154,494, 573 4.8% 


$711 764 497 
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Group INSURANCE—I11 











$883,165,372 $966,890,273 9.5% 


CoMPANIES 








Increase Increase 

" Month 1922 1923 Over 1922 1924 Over 1923, 
January..... $13,570,474 $13,700,563 1.0% $8,726,948 —36.3% yh) 
IRR Gis Shree ayanste psrag. ntiars gears GOS 7,420,375 9,933,228 33.9% 8,990,126 —9. 5% 
ERNE ovis ars. odcaie SMa ia. a) epee Siellsloteye erate lena 15,215,180 19,847,767 30.4% 25,811,527 30.0% 
Cs cr eee ree emer Sank ars eee 24 379,158 33,198,889 36.2% 38,714,610 16. 6% 
May Trees we ee 9 962, 299 30 086, 027 202.0 % 27'897.076 —1. $ % 
CO et men ere eee rani re 16,813,775 52,0! 53,916 209.6% 16,250,041 —68.8% 

$87,361,184 $158,820,390 81.8% $126,390,328 —20.4% 
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MAY REACH COURTS 








Question of Stock-with-Policy Com- 
panies Up in Kansas 





SUPT. BAKER REFUSES LICENSE 





Union National Life Denied Authorization 
—Company to Seek Mandamus Writ 
Topeka, KAN., July 21.—The question of the 

right of insurance companies in Kansas to sell 

stock with life policies may get into the courts. 

William R. Baker, Superintendent of Insurance, 

has refused a license to the Union National 

Life of Kansas City, and W. H. Gregory, presi- 

dent of the company, has announced his declara- 

tion to file an application for a writ of 
mandamus to compel the Superintendent to 
issue the license. 

There are five companies which have been 
granted licenses to operate in Kansas and 
which sold stock in connection with the policies, 
the dividends on the premiums being supposed 
to be sufficient to pay for the stock in the 
course of a few years. One or two of the 
companies have completed the sales of stock 
authorized and are not now attempting to sell 
stock with policies except such stock as may 
be canceled through the lapsing of policies 

None of these companies were given cer- 
tificates of authority by Superintendent Baker. 
All were licensed in previous administrations. 
Since he has been in office he has refused to 
grant certificates of authority to companies 
with this plan of operation. “My view has 
been that life insurance and stock sales are 
and should be kept entirely separated,” said 
Mr. Baker. 
misrepresentation in handling the stock and 
life insurance together. They are entirely 
separate financial transactions and I have ob- 
jected to this plan of selling stock and life in- 
surance at the same time.” 

Mr. Gregory and his attorneys had a long 
conference with the Superintendent of Insur- 
ance and the attorney general, recently, relative 
to the refusal of the Superintendent to grant a 
certificate of authority. It is the contention of 
the Union National attorneys that the Superin- 
tendent of Insurance has no right or authority 
to inquire into the methods of the company. 
The company has filed its statements and sub- 
mitted its cash requirements, thereby comply- 
ing with the actual wording of the statutes. 
It is insisted that the Superintendent of Insur- 
ance is compelled to grant a certificate when 
the statute is complied with in full. 

The insurance department believes it has 
authority to inquire into the methods of a com- 


“There is too much danger of 


pany’s business and to refuse a certificate when 
it appears that the methods are not conducive 
to the best interests of the life insurance busi- 
ness, 

Kansas insurance men are watching with 
considerable interest the suit brought in Jack- 
son county, Mo., against the Federal Reserve 
Life of Kansas City, Kan., on the same ques- 
tion of life insurance companies selling stock 
with policies, 





This suit was brought by David Smolinsky 
of Kansas City to secure the return of $676.90, 
paid for an insurance policy and stock of the 
company and for damages, attorney fees and in- 
petition sets out that Mr. 
Smolinsky was toid by the agents that the stock 


terest. The 


would be paid for from the dividends on the 
life insurance in five years and long before 
that time would be worth $200 a share. 

The Union National Life may proceed with 
the sale of life insurance in Kansas and bring 
a suit to determine whether or not it will he 
permitted to sell stock with its policies. 

In the last few days the company has made 
inquiries as to whether or not the imsurance 
department would permit it to start writing in- 
surance upon a straight basis without stock 
sales pending the filing and prosecution of the 
application for a writ of mandamus. The de- 
partment would issue a certificate of authority 
to the company upon the filing of the proper 
papers and the deposit of the required securi- 
ties under any plan that would prevent the com- 
pany undertaking to sell stock with its policies 
until after the mandamus suit is completed and 
While no definite action has 
heen taken by the company it has been intimated 


a ruling secured. 


that the company would like to go ahead writ- 
ing business and leave the question of stock 
sales to the courts for a later decision. 


GEORGIA INSURANCE REPORT 
$2,000,000 More Life Premiums in 1923 
Than in Previous Year 
Wright, 
submitted 
to the State General Assembly a report of the 


ATLANTA, Ga., July 21—Wm. A. 
Insurance Commissioner, has just 
insurance business in this State, in which he 
shows that the volume of insurance written in 
1923 far supersedes all other years. Mr. 
Wright also states that there is a steady and 
remarkable development in the line of life in- 
surance written upon citizens of Georgia, the 
year 1923 showing about $2,000,000 more in 
premiums paid than in 1922, with over $75,- 
000,000 additional insurance in force, and with 
only $1,500,000 additional death and endow- 
ment claims paid. 

For life insurance companies the premiums 
collected in 1923 were $25,761,450, and the in- 
surance in force $825,948,442. 

For fire, marine, inland and tornado com- 
panies, the collected during 1923 
were $13,473,353, and the incurred 
$7.131,304. The losses paid were $7,118,367. 

For miscellaneous companies the premiums 
collected in 1923 were $5,544,161, and the 


losses paid $2,572,475. 


premiums 
losses 


W. W. Cooper Appointed 

Orrawa, CANADA, July 19.—W. W. Cooper 
has recently been appointed assistant manager 
and superintendent of agencies for the Security 
Life Insurance Company of Canada, Toronto. 
Mr. Cooper has had over sixteen years’ expe- 
rience in the insurance business in Canada. He 
was provincial manager for the Northern Life 
Assurance Company at St. John, N. B., and 
later he moved to the head office in London 
and was district manager for Western Ontario. 


17 


REPLIES TO COMMISSIONER 


Connecticut Attorney General Advises 
on Reciprocity Law 


LARGE SUMS INVOLVED 


Opinion Would Limit New York Compa- 
nies’ Tax Refund to One Year After 
Filing of Account 
Ilartrorp, CoNN., July 21.—Attorney-General 
‘rank I. Healy has given the opinion asked 
Commissioner Howard P. 
Dunham in regard to the refund of taxes paid 
by New York life insurance companies. The 
opinion states that, under the reciprocity law 
with New York State, New York life insurance 
companies are entitled only to such refund of 


for by Insurance 


taxes already paid to this State as Connecticut 
insurance companies can legally claim under 
the provisions of the statutes of that State. In 
allowing the deductions for the overpayment of 
these taxes the attorney-general advises that 
all companies be treated alike and that such 
deductions should be made from current tax 
bills of the Insurance Department. 

Among the companies which will be affected 
by this decision are the New York Life Insur- 
ance Company, the Metropolitan Life Insurance 
Company and the Mutual Life Insurance Com- 
pany. These companies protested the payment 
of a tax on “unearned premiums returned on 
cancellation of policies.” The amount involved 
is large, as it includes the tax paid by these 
companies in the past four years. 

Under the insurance laws of Connecticut the 
Commissioner is required to collect, from every 
company organized under the laws of any other 
State and admitted to transact business in this 
State, the same fees and taxes as are imposed 
upon companies of this State transacting busi- 
ness in such other State. Under this provision, 
New York life insurance companies are taxed 
in this State in accordance with section 187 of 
The tax levied 
is I per cent of the gross premiums collected 


the New York insurance law. 


within the State, less certain deductions. 

The effect of the attorney-general’s opinion 
is to limit the refund of taxes to New York 
insurance companies to one year after the ac- 
count has been admitted and stated by the 
comptroller. 


Association Sends 
Los Angeles 


Chicago Delegates to 

The following delegates from the Life Un- 
derwriters Association of Chicago are attending 
the annual convention of the National Associa- 
tion of Life Underwriters, being held at Los 
Angeles, Calif., July 22-25: H. C. Hintzpeter, 
Lewis Degen, C. L. Coyner, Samuel Missner, L. 
J. Longini, W. C. Thorsen, Mark B. Lockyer, 
Nathan H. Weiss and D. FE. Ward, Mutual Life 
of New York; Thomas E. Roberts, Fred S. 
Klingere, Harris G. Denny and John H. Rappa- 


port, Pacific Mutual Life; A. L. Houle and 


Lawrence Choate, Mutual Benefit Life; Dr. H. 
C. Castor, Connecticut General Life, and C. M. 
Williams, Northwestern Mutual Life. 
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AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


100 BROADWAY 
Office Building 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 
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Company’s Home 








INCORPORATED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annual- 


ly or quarterly, and 
INDUSTRIAL Policies from $12.50 to $1,000.00, 








with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1923. 


SGOES 6a 5 ister ciohotelg: ce drains Wraresaieianeohel tel soko ie ARE OULU TD 
HOLE ERIAARTOS |. << toe, rst 05 rot sania Sen ela cint eo ALES 32,373,207 .24 
GAIA TACT IIIS. 6: 5:s:0:'5/e0..6,6:-050: 41.0089 aravoreteneess 4,543,406 .51 
TRSUTERCE INP OLCEs:o0 «os 6.6. 0d:s. be 0:00 6 850 255,168,568 .00 
Payments to Policyholders. «i... .605 06. 0660s 2,696,034 . 43 
Total Payments to Policyholders since Organiza- 

RAGIN oscars ei cicle DON rere ee OO oe $32,747,895 .35 


JOHN G. WALKER, President 




















Pan-American Service Includes 


A carefully prepared Educational Course which teaches the 
fundamentals of the business; 

A Sales Planning Department which develops prospects and 
arranges interviews; 

A complete line of unexcelled low-cost Life Policies, Substand- 
ard Policies for under-average lives, Child’s Educational En- 
dowment; Group Insurance and all forms of Accident and 
Health Insurance. 

We have room in our fast growing organization for a few more 
men who would like to take up Life Insurance work under ideal 


conditions. 
Address 
E. G. Simmons, Vice President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 


Capital $1,000,000 Total Resources over $13,000,000 
Insurance in Force over $110,000,000 














Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St. Louis, Mo. 
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Chicago 


How to Build Business 


By William T. Nash, Originator of the Monthly Income Policy 


OW many books on salesmanship have you read? 
the contents of the average book of this type. 
theories and then more theories. 
is a compilation of 33 stories showing just what Life Insurance means 
to those in every walk of life. 


Price, Flexible Binding, $6. Edition De Luxe, Genuine Leather Binding, $10. 
Write for FREE Booklet entitled The Business Builder Serv ice. 


THE 


You know 
Theories, 
Here is a new departure. Here 


Here is a book that SELLS LIFE 


Order Your Copy Now 


SPECTATOR COMPANY 


New York 
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CANADIAN INSURANCE 


Large Gains in Mortgage Loan 
Investments 


BONDS AND DEBENTURES INCREASE 





S. Life Companies in Dominion Now 
Have $184,881,650 in Assets 
OrrawA, CANADA, July 19.—The important 
pari played by the insurance companies in the 
mortgage situation in Canada through the in- 
yestment of their funds is indicated by the re- 
cent increasing amount of such loans. At the 
end of 1921 the mortgage investment of Cana- 
dian life companies amounted to $119,895,623, 
or 25.35 per cent of the total assets; at the end 
of 1922 the total was $139,566,030, or 25.12 per 
cent of total assets, while at the end of 1923 
the total was $158,447,205, or 24.08 per cent of 
total assets. 


The following summary indicates this: 


Dec. 31, 1922 Dec. 31, 1923 








Assets of Canadian Life Companies. $555,635,494  $634,178,420 
Mortgage Loans. eacities 139 04 158,447,295 
Real Estate... .. maneeee eeu 19 90) 21,874,648 
Loans on Collateral............ ; 2: 7 2,113,897 
Loans on Policies. ............ : ge 798, 470 91,380,402 
Bonds and Debentures............ 247,339,451 284,919,179 
Stocks...... paleareesweste 29,888,799 28,541,759 
Cash. Soc are ry: 5,028,483 6,118,989 
Other Assets. . deranged 30,243,953 33,080,781 


INCREASE IN Bonpds AND DEBENTURES 

In the year 1913 the ratio of mortgage loans 
was 37.39 per cent of the total assets. During 
the war period there was a tendency to reduce 
mortgage loans on account of the prosperity 
of the farmers and the insistent call for the 
collection of the financial reserves of the coun- 
try for the purposes of the war. For that 
reason the percentage of total assets invested 
in bonds and debentures rose from 31.45 per 
cent of the total assets in 1915 to 48.17 per cent 
in 1920, while in 1922 it was 44.51 per cent. 
During the past year bonds and debentures 
were increased from $247,330,451 in 1922 to 
$284,919,179 in 1923, or 44.92 per cent of total 


assets. 


MortcGAGE INVESTMENTS OF Lire CoMPANIES 

The following table illustrates how the per- 
centage of Canadian life companies assets in- 
vested in mortgage loans has risen and fallen 
in the past thirteen years: 








Year Total Assets Mortgages Per Cent. 
1911... $63,656,430 33.33 
1912... 5,248, ° 35.55 
1913... 37.39 
1914... 36.75 
1915 35.02 
BORD fas Jiscc's(o.sio-a wise dog 32.15 
1917... sees ae : 28.72 
1918... é : 347, 507,696 26.09 
1920. . . ; 7") 490,096:797 24.73 
1 Ee in Stine 472,882,581 25.35 
1922 Se a! 494 25.12 
1923 ; 634,178,420 24.98 





MortGace INvEstMENTS ALL CoMPANIES 

The total funds in mortgage loans in Canada 
by insurance companies operating under Do- 
minion licenses are given in the tables shown 
at the heads of the adjoining columns. The 
figures are for the years 1902, 1920 and 1923. 
The assets are given for 1902, 1912 and 1923. 





ome 


SPE ECTATOR_ 


1914 1920 
Canadian Life Cos. . $94, 765,472 $119,895,623 
British Life Cos.... 18,42 10,655,634 
United States Life Cos. 9,049, 82 28 
Canadian Fire Cos. . 





3'862.043 


ag Fire Cos.... 66 
. 8. Fire Cos. . 8,500 5,000 
c ‘anadian Miscella- 
neous..... 160,636 229,691 
Totala....... “$140, 392,772  $141,000,751 $185, 158, 197 


Assets of companies are classed thus: 

Real Estate; 2, Mortgages; 3, Loans on Col- 
laterals; 4, Loans on Policies; 5, Bonds and 
Debentures; 6, Stocks; Cash; 8 Other 
Assets : 


Canadian Life Companies: 


4) 





























1902 1912 

‘‘ . $4,97 9,627 $9,031,457 

ao 7 447 

3.. #2'113'897 
ee, 91,380,402 
o.. 284,919,179 
a ae 28,541,759 
Sikanes { 6,118,989 
Seasewacencs ae 9 650,92 9 33,080,781 

Woislgn. 43:2 $73, 520,: 380 $21,631,875 $626,476,950 

British Life Companies: 

| eee $1,059,052 $911,034 

) : 7,728,333 12,410,673 

Sees ice 468,600 141,500 

4 ; 1,004,645 1,965,671 ‘ 
ae 13,296,560 16,209,185 29,207,57 
( Saee as . 616,150 392,539 
Prceargs dears bide 987,445 

Totals. ....5. «<< $25,087, 107 $42,691,197 $45,058 025 

United States Life Companies: 

Benusatecde vcasste $415,758 $603,382 
7 Rene aia 716,434 9,473,352 
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17,580,367 
147,954,616 


3,081,105 
6,188,828 


$184,881,650 


$2,804,492 
2,495,240 
None 
None 
21,708.284 
2,448,517 
3,644,062 
5,418,947 





Ke Sues None 
a P 1,946,946 
ee ; 27,753,603 
G 
é : 629,849 
8 692,003 
TOs cx $32,154,593 
Canadian Fire Companies: 
| Se wien $273,037 
2 6 we ied 76,800 
Werwhda xotiaweans 83,457 
8 oii yd eree None 
Re oe 4,227,958 
a ee arerat 
(Ae epee wa 713,062 
ees a 1,784,681 
Ji ae $7,158,995 


British Fire Companies 


$38,519,545 


$3,595,718 
3,387,892 
None 
35,488,176 
872,939 
3,663,661 
4,711,823 








$51,720,202 


None 
$6,500 
None 


2,933,711 





3... $1,651,682 
; 4,719,012 
oss 127,901 
4.. 
5.. 10,129,244 
ae 
\ 820,396 
8.. 733,084 
Totals... $18,181,319 
United States Fire Companies: 
Ber ee None 
Bincscccwannend ; None 
Disease santasue ds None 
Mound cosines vans None 
Cee er rere rere $1,314,271 
"¢. Bere er 
: ae Sere 150,569 
Re reer pears 108,638 
Totales..:.. 3 $1,573,478 


$31,533,958 


*Previous to 1910, bonds, debentures and stocks were shown Yin 


one lump sum in insurance returns. 
+Book value. 





they give. 


Chicago 





The first booklet entitled, ‘Fables for the Man in the Street’, 
the second, called ‘‘Fables for Life Underwriters, 
latter book is intended for the instruction of the agent. 
agent and the prospect to “laugh and learn.” 


Insurance Fables for Life Underwriters. 


SOMETHING BRAND NEW FOR THE LIFE AGENT 





INSURANCE FABLES 
For the Man in the ‘Street 


and 


For Life Underwriters 
By WILLIAM ALEXANDER 


Kindly humor “puts over’? many arguments which would otherwise fail; 
spoken in jest, is often more effective than serious discussion. 


In these two new books, William Alexander, the noted educational writer and secretary 
cf the Equitable Life Assurance Society of the United States, has set down original and 
son vincing reasons for taking out life insurance and keeping it in force. 
otory is told in such a clear, instructive manner that the moral is at once apparent. 


Fa bles for the Man in the Street carry their messages to the prospect in a fashion ht 
cannot ignore. They are clever and vastly entertaining and, at the same time, neglecd 
no opportunity for emphasizing the benefits of life insurance. 
by a route otherwise impossible, and his attention is concentrated and held in favor of the 
life insurance agent and the policies he has to offer. 
the wife and children as well as other members of the prospect's family, thus frequentle 
exerting an influence in quarters which the agent himself could not approach and often 
selling the idea of life insurance while the head of the house is away. 


Fables for Life Underwriters, by inference, teach the agent what to avoid in talking 
with the prospect as well as what points to lay stress on. 
sales ammunition with which to score a hit, and are of equal value to the new agent and 
the seasoned veteran. Their amusing language takes the sting out of the sound advice 


PRICES 
Insurance Fables for the Manin the Street. 


Discount in quantities 


THE SPECTATOR COMPANY 
Publishers 


and truth, 


Each whimsical 


The prospect is reachet 


In addition, the Fables will interesy 


They also furnish pertinent 


is just off the press and 
” will shortly be published. 
These Fables compel both the 
They should be in the hands of everyone. 


This 


Single Copy, $.50 
Single copy, $1.00 


New York 
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SNTER-SOUTHERN UFE BUILDING 


THE INTER-SOUTHERN LIFE INSURANCE CO. 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 


is a good Company 
CLEAN — STRONG — PROGRESSIVE 
Over $90,000,000 of business in force 














THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic criginality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 


135 William Street 
New York 


Chicago Office 
Insurance Exchange 


Thursday 








North British «« Mercantile 
Insurance Company 


LIMITED 
115 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 











GOING -- GOING! 


Recently we published a list of States 
in which we had openings for direct Home 
Offce Agencies providing liberal first 
year commissions, splendid renewals, and 
an ideal arrangement for financing the 
Agency. a 

Following is the original list. 
*Memphis, Tenn. Sioux City, la. 
*Indianapolis, Ind. *Kansas City, Mo. 
Grand Rapids, Mich. Topeka, Kansas 
Roanoke, Va. Missoula, Mont. 
New Orleans, La. Helena, Mont. 
Rockford, III. *Denver, Colo. 
*Nashville, Tenn. *Springfield, Ill. *Huron, S. Dakota 
Chattanooga, Tenn. Des Moines, la. 

*Indicates that this territory has been closed. 

Behind the Agency contracts which we offer there are 42 
years of honorable dealing. The Company is purely mutual. 
It was one of eleven that did not cut dividends during the 
Influenza and War, in addition to which a new dividend sched- 
ule, substantially increasing the old one, was announced 


September Ist. 





*Cleveland, Ohio 
Columbus, Ohio 
Cincinnati, Ohio 
*Richmond, Va. 
*Knoxville, Tenn. 


Address in confidence 
O. J. LACY, 2nd Vice-President, in Charge of Agencies 
THE MINNESOTA MUTUAL LIFE INSURANCE CO., 
Saint Paul 




















THE PRINCIPLES OF 
SURETY UNDERWRITING 


Third Edition 
By LUTHER E. MACKALL, A. B., L. L. B. 


An Instructive Work for Surety Managers and Underwriters 


CHAPTER HEADINGS 


FIDELITY BONDS—Public Official Bonds—Court Bonds 
(including executors, administrators, guardians, trustees, re- 
ceivers, assignees), Court Bonds (including all required to be 
filed in course of judicial proceedings)—Contract Bonds— 
Depository Bonds—Bonds of Indemnity on account of lost 
instruments—Bonds on Assignments of Accounts Receivable— 
Qualifying Bonds for Insurance Companies—Miscellaneous 
Credit Guarantees—Internal Revenue Bonds—Custom House 
Bonds—Indemnity Bonds in favor of a Surety Company. 


Bound in Buckram Price $3.50 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: Selling Agents 135 William Street 
Insurance Exchange NEW YORK 
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AMERICAN LIFE 
CONVENTION 





Program for Nineteenth Annual 
Meeting Is Completed 





TO BE IN NEW ORLEANS 
Sessions on October 15, 16, 17—Legal Sec- 
tion Meets October 13 and 14 

The American Life Convention will hold its 
nineteenth annual meeting in the Roosevelt 
Hotel at New Orleans, La., on October 15, 16 
and 17. The legal section of the convention 
will gather in advance of the regular sessions 
and will occupy two days, namely, October 13 
and 14. 
legal section’s discussions and the meeting of 


The complete program for both the 


the convention, proper is as follows: 


PROGRAM 


WEDNESDAY, OCTOBER 15, 10:00 A. MI. 
Addresses of welcome. 
Hon, Andrew J. McShane, 


Orleans. 


New 


mayor of 


Hon. James J. Bailey, Insurance Commis- 
sioner of Louisiana. 
Frank S. Whitten, president, New Orleans 


Life Underwriters Association. 

Crawford H. Ellis, president, Pan Ameri- 
can Life Insurance Company, New Orleans, La. 

Annual address of president.—J. B. Reynolds, 
president, Kansas City Life Insurance Com- 
pany, Kansas City, Mo. 

Annual report of the secretary. 


AFTERNOON—2 :00 O’CLocK 

“Federal Taxation.”—Commodore A. L. Key, 
vice-president and general manager, Volunteer 
State Life Insurance Company, Chattanooga, 
Tenn. 

“Current Events Insurancewise.”—-William 
BroSmith, vice-president and general counsel, 
Travelers Insurance Company, Hartford, Conn. 

“Reinstatements.’—FE. C. Milair, vice-presi- 
dent, George Washington Life Insurance Com- 
pany, Charleston, W. Va. 


EVENING—SociaL SESSION 
Tucurspay, Ocrorer 16, 10:00 A. M. 
“Ever Present Problems in Building a New 
Company.”—Clarence J. Daly, president, Cap- 
itol Life Insurance Company, Denver, Colo. 
“Broadening Our Service.’—Charles F. Cof- 
fin, vice-president and general counsél, State 
Life Insurance Company, Indianapolis, Ind. 
“Reinsurance and  Co-insurance.”—J. 
Cameron, vice-president, Great Southern 
Insurance Company, Dallas, Tex. 


Life 


AFTERNOON—2:00 O’CLocK 

“Profitable Agency Management.”—Clarence 
L, Ayres, president, American Life Insurance 
Company, Detroit, Mich. 

“Organizing an Agency Force.”—H. J. Saun- 
ders, president, Western States Life Insurance 
Company, San Francisco, Cal. 

“Home Office Suggestions.”—Henry Abels, 
vice-president, Franklin Life Insurance Com- 
pany, Springfield, Ill. 


EvENING—EXECUTIVE SESSION 
Reports of special and standing committees 
together with any other business which may be 
brought before the convention. 


FripAy, Ocroser 17, 10:00 A. M. 
“Automatic Premium Loans.”—George A. 
urimsley, president, Security Life and Trust 
Company, Winston-Salem, N. C.; N. Z. Snell, 
President, Midwest Life Insurance Company, 
Lincoln, Neb, 





NOW READY 


THE ESSENCE OF 
LIFE INSURANCE 


By William Breiby, F.A.S. 


of Fackler, Fackler and Breiby, Con- 
sulting Actuaries, of New York City, 
one of the oldest and best known 
actuarial firms in the United States. 





Basic Principles Clearly Explained. 
Only a Knowledge of Simple Arith- 
metic is Needed to Understand 
Demonstrations. 


This Valuable New Book Contains 
Definitions of Commonly Used 
Words aad Phrases, and Chapters 
Devoted to 


THE FUNCTIONS OF LIFE INSUR- 
ANCE AND HOW PROVIDED; 
KINDS OF LIFE INSURANCE POLI- 
CIES; BASIC PRINCIPLES; CALCU- 
LATION OF NET PREMIUMS AND 
RESERVES; PRACTICAL OPERAT- 
ING FUNCTIONS; LEGAL RESER- 
VES OTHER THAN FULL NET 
PREMIUM RESERVES; LIFE IN- 
SURANCE POLICIES; ADDITIONAL 
BENEFITS; OTHER EXTENSIONS 
OF SERVICES; COMMENTS ON 
CERTAIN FEATURES OF THE BUSI- 
NESS; MORTALITY TABLES AND 
FUNCTIONS DERIVED THERE- 
FROM; HINTS TO AGENTS. ALSO 
NUMEROUS TABLES. 


PRICE, in Cloth Binding $3. 


Discounts on quantity orders 


THE SPECTATOR COMPANY 


Publishers 


CHICAGO NEW YORK 














Life Insurance 





“Observations of This Meeting.”,—H. R. 
Cunningham, vice-president and general man- 
ager, Montana Life Insurance Company, 
Helena, Mont. 

Unfinished business. 

lection of officers. 





LEGAL SECTION 
OCTOBER 13 AND 14, 1924 

“History of the Civil Law in Louisiana.”’— 
Hon. Wm. W. Westerfield, New Orleans, La. 

“Usury.”—Judge W. S. Ayres, General Coun- 
sel, Bankers Life Company, Des Moines, Iowa. 

“Reinstatements.”,—W. B. Miller, General 
Counsel, Volunteer State Life Insurance Com- 
pany, Chattanooga, Tenn. 

“Validity of Service Upon Statutory Agent 
in Actions Not Arising Out of Business Trans- 
acted Within the State.’-—James C. Jones, 
Jr., Counsel, American National Assurance 
Company, St. Louis, Mo. 

“Advantages of Being in the Federal Courts.” 
—Lewis A. Stebbins, General Counsel, Old 
Colony Life Insurance Co., Chicago, Ill. 


Charlie Ferrell’s ‘“‘Dead Book” 
(Continued from page 4) 
companies nor the fairness of policies issued, 
but some strange provision of nature seems to 
blind men to their own danger and to the con- 
sequences of their neglect of life insurance. 
These are not brought home to them as they are 
to life insurance men, and we are conferring a 
great blessing when we save a prospect and his 
family from such tragedies as those which are 
hidden between the covers of Charlie Ferrell’s 
dead book. This dead book presents a picture 
so impressive, so vivid and so true to life and 
to everyday experience that no thoughtful man 

can view it and not be moved. 

Next to the dead book, Mr. Ferrell’s greatest 
hobby is the systematic use of educative leaf- 
lets. One after another of these little mission- 
aries he sends into the homes of his prospects 
and then promptly follows them up. The re- 
Ferrell himself. 
“These leaflets sell the whole family,” he says, 
“and do it so thoroughly I rarely ever have a 
policy to lapse. 
one of these over confident, self-satisfied pros- 
pects who thinks that he is going to live for- 
ever, and when I do, I get out the Dead Book 
—and that usually brings him to his senses.” 

Mr. impressive as it is, 
shows only the number who actually died be- 
fore the date at which each had promised to 
complete his application arrived. If he had 
kept a record of the many times greater num- 
ber who, although still living, had become un- 
insurable and therefore were dead so far as 
being able to get life insurance is concerned, 
the list would be still more impressive. 

Would it not be a good idea for each life 
agent to get up a dead book of his own, if it 
is only a list of former prospects who had 
“intended” or promised to insure, but who either 
had died or become uninsurable before they 
Such a list would be in- 
valuable if properly used. Only when a pros- 
pect is thoroughly sold on the thought and the 
fear that to-morrow may be too late, is the 
agent likely to secure the application to-day. 
Mr. Ferrell’s experience only adds to the proof 
of this. 


sults have surprised Mr. 


But occasionally I come across 


Ferrell's record, 


got around to it? 
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Thursday 























THE MUTUAL LIFE 


The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 
of prosperous and successful business. It has 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and life 
insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Co. 


of New York 


34 Nassau Street New York 





Equitable Life Insurance Company 


of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District uf Columbia, West Virginia, Ohio and 


Delaware 
President ; " ; 2 ; ‘ ; ; ‘ HENRY P. BLAIR 
Vice President e JOSEPH SANDERS 
2nd Vice President t (Agency Supervisor) . x WILLIAM A. BENNETT 
Secretary ; : “ ALLEN C. CLARK 


Actuary A - ; : . GILBERT A. CLARK 
Main Office, 816 Lath Street, N. W., WASHINGTON, D. C. 











PUBLICATIONS OF C. & E. LAYTON 

The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub- 


ects. 
j SEND TEN CENT STAMP FOR CATALOGUE. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 











FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 
Charter Perpetual 


MEIN oe ia ia.iaieyataiole 6 cs:s's aitiaie cowie lores wits $1,000,000 


FEO EA Ree mT Re CTE 16,569,962 
Reserve and other Liabilities. .......... 10,497,543 
ee NNN oo ohn g 5 mss 1a feih oie eka wiaavaie 5 072,419 
Surplus to Policy Holders.............. 6,072,419 


E. C. IRVIN, President. 
J. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secret: ary and Treasweer. 
R. N. KELLY, JR., Assistant Secretary. 























PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 


SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 


MORE THAN $30,000,000.00 
Paid in Claims during the last 20 Years. 














C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 


The National Life & Accident Insurance Co. 
Home Office: National Building NASHVILLE, TENN 























1857 1924 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 








Admitted Assets, Jan. 1, 1924 | COMBINATION 


$4,217,173.00 
’ i] | “63 IN - 


LIFE 
HEALTH 
ACCIDENT 
ONE Premium 
pec 


DOUBLE DEATH 
BY ACCIDENT 


Loss of a Feet, 
Permanent Disability 


D. B. MORGAN HOME OFFICE, SEATTLE, U.S.A. Moethie” Indernies 
President Reliable Representatives Wanted Sickness or Accident 


INSURANCECO. 
Northern Life Building 
SEATTLE, U.S.A. 
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WILL REORGANIZE 





Associated Employers Reciprocal May 
Escape Difficulties 





CLIFFORD IRELAND’S STATEMENT 





Judge W. T. Irwin Takes Over Manage- 
ment of Concern—Commissioners 
Approve Plans 
Cuicaco, Itu., July 22—Judge W. T. Irwin, 
an attorney of Peoria, IIl., upon authorization 
of the Insurance Commissioners participating 
in the convention examination of the Associated 
Employers Reciprocal, a Sherman & Ellis in- 
stitution, on Monday, July 21, took over the 
management of the concern,superseding Sher- 
man & Ellis, who are attorneys-in-fact. Judge 
Irwin has also been made a deputy of the IIli- 
nois department to continue the examination 
of the exchange and bring it down to date. He 
is known to be a man of ability and of the 

highest integrity. 

The investigation completed so far has been 
under the direction of W. Rufus Kendall of 
the Illinois department and was made as of 
March 31. In the meantime, Rufus M. Potts, 
special counsel for the Associated Employers 
Reciprocal, who is engineering its reorganiza- 
tion, has announced that he will file applica- 
tion this week for a charter for the new mutual 
which will be organized to rewrite the bulk 
of the reciprocal’s business. This scheme of re- 
organization has been given the approval of the 
Potts declared that, 
although the institution was insolvent on paper, 
he believed it was not in fact and, if allowed 
time, would extricate itself and pay off all its 
claims. Mr. Potts indicated that of the vast 
sum represented by premiums in course of col- 


Commissioners. Mr. 


lection, a good portion could be collected. He 
indicated that, if worst came to worst, an 
assessment could be made on the policyholders 
of the reciprocal which might run as high as 
$700,000. 

The statement of Clifford Ireland, director 
of Trade and Commerce for the State of IlIli- 
nois, in which he explains the need for the addi- 
tional examination follows in full: 

The Associated Employers Reciprocal has 
been undergoing a convention examination par- 
ticipated in by the insurance departments of the 
States of Illinois, Kentucky, Michigan, Kan- 
sas. Missouri, Oklahoma and Texas. 

The ramifications of the business of this ex- 
change have been so vast and extensive that it 
has been impossible within the time allotted to 
bring this examination down beyond March 31 
of this year with assurance of accuracy with- 
out turtner local investigation, and therefore 
the examination must be continued to bring it 
down to date to determine the exact condition 
of the exchange. 

The examination, under the supervision of the 
State of Illinois, handled under regularly ap- 
pointed deputies and with the consulting advice 
of the Commissioners of the other States, will 
be continued, bringing the affairs of the ex- 
change down to date within the shortest possible 
Space of time, at which time such sustaining 
Plan will be evolved as may seem warranted in 
the minds of the several State Commissioners, 
taking into consideration the rights of all parties 
concerned, either as subscriber, policyholder or 
claimant. 


THE SPECTATOR 


The economic situation of the country at 
present has made prompt collections very diffi- 
cult, and this exchange as well as all other in- 
situtions has suffered correspondingly from 
this cause. It is the constant endeavor of the 
Insurance Commissioners concerned in_ this 
matter to safeguard the interests of the insur- 
ing public at all times and they will be no less 
seriously concerned to attain this end in this 
case as in any other. 

No figures on the matter can be released un- 
til the completion of the examination and until 
the exchange has been granted its hearing. 

The foregoing information was obtained from 
a reliable and authentic source and, in its 
entirety, represents the views of the principals 
themselves, including: Clifford Ireland, director 
of Trade and Commerce for the State of Illi- 
nois, and Rufus M. Potts, counsel for Sherman 
& Ellis and the Associated Employers Recip- 


rocal. 


UTICA MUTUAL’S ANNIVERSARY 
BOOKLET 
Company Has Made Good Progress— 
Assets Now $2,713,324 


The Utica Mutual Insurance Company, 
Utica, New York, is distributing a souvenir 
of its tenth anniversary celebration which oc- 
curred recently. The memento is in the form 
of an attractive booklet showing the company’s 
record for the period between its incorporation 
in 1914 and the present time. A list of officers 
and department heads, together with their por- 
traits, is added and pictures of the home ofiice 
interior make the booklet a valuable history 
of the company. The work of the Utica 
Mutual’s physio-therapy and hospital ward is 
explained in detail and the statement is made 
that the company’s claim department, through 
its representatives, is called upon to attend ap- 
proximately 8000 hearings per year either be- 
fore referees or hefore the State Industrial 
Commission. 

The Utica Mutual has made consistent pro- 
eress since organization and for the ten vears 


of its 
amounted to 4.03 per cent of the gross pre- 


existence has had interest earnings 


miums earned. As of January 31, 1923, its ad- 
mitted assets were $2.713,324, its surplus was 
$762,111, and its net premiums written aggre- 
gated $1.909,635. The Superintendent of In- 
York, 


examination of the company, made on October 


surance of New following the last 
30, 1923, said: 

“The company is well managed, is financially 
stable, and merits the confidence of its policy- 
holders and the insuring public.” 

The officers of the Utica Mutual are: D. 
DeW. Smyth, president; Frederick S. Kellogg 
and Frank FE. Barbour, vice-presidents, and 
John L. Train, general manager, secretary and 
Counsel for the company are: 
Merwin K. Hart and Abram G. Senior. 


treasurer. 


Government Casualty Formed 

The Government Casualty Company, a mutual 
organization, has been formed in Ohio for the 
purpose of writing health and accident business. 
The company has been licensed to begin writ- 
ings in Ohio and its incorporators are: John 
L. Milliner, Dr. E. M. Parrett, Frank Tlunter, 
O. W. Crepau and Harry Majeau. 
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Casualty, Surety, Etc. 


MUST SEEK RELIEF IN FEDERAL 
COURTS 
Virginia Industrial Commission Without 
Power to Enforce Its Compensation 
Decisions 

RICHMOND, VA., July 22.—After having con- 
tinued the hearing from June 6 because of the 
illness of an attorney, the Virginia Industrial 
Commission has decided that it has no power 
to enforce its former decisions affecting the 
compensation paid to injured longshoremen and 
stevedores. A recent decision of the United 
States courts placed these occupations in the 
admiralty and provided that relief for injuries 
must he sought through the Federal Courts in 
the future. It was not known at the time 
whether this decision would affect decisions 
rendered in the past by the Virginia Industrial 
The hearing held by the commis- 
sion in Richmond last week resulted in the con- 
clusion that it would, although the point was 
raised that employers were estopped from deny- 


Commission. 


ing further tiability under decisions formerly 
rendered by the commission. It is stated that 
the statute of limitations will bar several from 
bringing action in the courts. 


Contractors’ Bond Hearing Set for 
August 19 
Austin, Tex., July 22.—Protest of certain 
contractors against the rate 
charged by surety and bonding companies on 
contractors’ bonds, set for July 10, before 
John M. Scott, State commissioner of insur- 
ance, has been reset for August 19, at the 


large paving 


request of the protestants. These paving con- 
tractors claim that the rates as now in effect 
are too high and will tend to drive some of 
the contractors out of business. 


Thomas L. Bean Returns from Agency 
Trip 

Thomas L. Bean, vice-president and superin- 
fendent of agencies for the New York In- 
demnity Company. New York, has just  re- 
turned from an extensive agency trip covering 
the principal cities of New England and the 
Middle West. 

The development of its fidelity and surety 
department was recently begun by the New 
York Indemnity and it is understood that Mr. 
Bean’s trip was in connection with this branch 
of the company’s business. In extension of its 
fidelity and surety lines, the company has just 
appointed Benjamin L. Agler & Company of 
Youngstown, O., its general agents, 


A Correction 
In the table, Underwriting and Investment 
Profits and Losses of Leading Casualty and 
1923, 


published in THe Spectator of June 12, the 


Miscellaneous Insurance Companies in 
ratios for the totals of 56 casualty companies 
should have been given as follows: Ratio net 


losses incurred to underwriting income earned, 
52.0 per cent; ratio expenses incurred to un- 
derwriting income earned, 48.9 per cent; ratio 
income 


underwriting loss to underwriting 


earned, .9 per cent. 








Henry W. Ives & Company 


INCORPORATED 1910 


735 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 


FOR 


RAIN INSURANCE EXCESS COMPENSATION 
“Inland Lloyds” CASUALTY COVERS 
of New York 


Security Mutual Casualty Co. 


Cash Deposits in OF CHICAGO 


New York State 


$415,050.50 Assets $6,800,000 


Duly organized, approved Surplus $2,210,000 


and licensed by the Insur- 
ance Department of New 
York. Surplus and Reserve $6,200,000 


ALL FORMS OF INSURANCE STRONGEST CASUALTY 
ACCEPTED COMPANY IN AMERICA 

















Field Annuals 


Insurance Directories 


for 
*Greater New York Tennessee 
+New York State North Carolina 
New Jersey South Carolina 
Kentucky Virginia 
Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 
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HOME LIFE INSURANCE COMPANY 
: of NEW YORK 


ETHELBERT iDE LOW, President 
The 64th Annual Report shows: 








| Premiums received during the year 1923................. P $7,686,855 
Payments to Policyholders and their Beneficiaries in Death 
Claims, Endowments, Dividends, etc................ 5,871,544 
ge ee ee ree 2,401,507 
Actual Mortality 56% of the amount expected. 
MAMMIRERA TLCS AEA ERO 95" 0:01 ccs 6/4 ies oisieiaie isle oie) cle 6 wislghe/es Sis emee 247,373,210 
PRAISE CR GBOOR 5,5, cheiea'o Hii6'818 OOS a we Eek 6. Ov 48,655,222 


For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 
256 BROAD\'AY NEW YORK 


MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantial 
and influential business men in Kansas City, 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 


THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 


for IN DIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





























APPLY 


COMMONWEALTH LIFE INSURANCE CO. 
LOUISVILLE, KY. 














Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 


AS 
a 


NATIONAL 
CASUALTY 





Write for information relative to open territory. Have tw 
or three agencies with business established where change 
desired. 
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WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 

FEDERAL CASUALTY COMPANY = = «= DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY = - DETROIT; MICH. 
(Same Management as Federal Casualty Company.) 
eee SPIES TE BPE FG RET 
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COMPANY 
FOR GOOD MEN 


CBRobbins, Pres. CBE Svaboda,; Secy 
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Casualty, Surety, Etc. 








TAXI COMPANY’S 
TROUBLES 
Claims Liability Rates Caused 
Financial Difficulty 


PRESIDENT BLAMES INSURANCE 


St. Louis Concern Says Cost of Policies 
Increased $160 in a Year 

St. Louis, Mo., July 21.—The high cost of 
jiability insurance for taxicabs is given as one 
of the underlying causes for the financial 
embarrassment of the Black & White Cab Cor- 
poration, St. Louis, against which an involun- 
tary petition in bankruptcy was filed in the 
Federal Court by three creditors July 12. 

Last month the Yellow Cab Manufacturing 
Company of Chicago filed foreclosure proceed- 
ings against the Black & White and seized its 
thirty taxicabs for which $26,444 had been paid 
and $44,000 was still due. 

J. W. Wallace, Jr., president of the Black 
& White Cab Corporation, in explaining the 
fnancial troubles of the concern, stated that 
taxicab competition in St. Louis was too keen. 
He estimated that the five largest companies are 
operating 275 machines, while there are many 
smaller companies in business. He said that 
the increase in liability insurance rates on taxi- 
cabs of from $365 to $525 per cab annually, 
had forced the companies to drop such insur- 
ance and endeavor to carry their own policies 
by placing a fixed sum in an insurance reserve 
to cover damage suits, etc. 


H. H. PARMENTER MADE MANAGER 
Joins Northwestern Casualty & Surety—L. 
E. Thieman Succeeds Him at Casualty 
Information Clearing House 
Cuicaco, Itu.. July 22—An announcement of 
importance to the effect that H. H. Parmenter, 
for the past three years connected with the Cas- 
ualty Information Clearing House, had been 
appointed Chicago manager for the Northwest- 
ern Casualty and Surety Company of Milwau- 
kee, has created great interest among the insur- 
ance fraternity in the Middle West. Mr. Par- 
menter will take charge of the new offices on 
August I, at which time the formal opening will 
take place at 1815 Illinois Merchants 
building, 


Bank 
The new headquarters are advantage- 
ously located, being right in the heart of the 
insurance district of Chicago. 

Prior to joining the staff of the Casualty In- 
formation Clearing Parmenter 
served nine years with the Globe Indemnity 
Company as claim representative for Chicago 
and various Middle Western States. In 1921 
he joined the forces of the Clearing House and 
has assisted materially in the development of 
the comprehensive service afforded the casualty 
companies and agents by that institution. He is 
generally regarded as being one of the best 
informed men on the subject of mutual and 
reciprocal casualty institutions. Mr. Parmenter 
enjoys the unusual distinction of being one of 
two men in the United States who have been 
elected to membership in the National Associa- 
tion of Insurance Agents, despite the fact that 


House, Mr. 


he is not a producing agent. This action was 
taken by the executive committee of the IIli- 
nois Association in recognition of services ren- 
dered the agents. 

Mr. Parmenter’s post at the Casualty In- 
formation Clearing House will be taken by Leo 
Ii. Thieman, who has been serving in the 
capacity of Chicago representative for the In- 
surance Field. 

He is a graduate of the University of Louis- 
ville. Prior to his connection with insurance 
j urnalism, Mr. Thieman served in the editorial 
department of the Louisville Herald. During 
his connection with insurance Mr. Thieman has 
made a host of friends who view his acceptance 
of the new post as a decided promotion. 

AUTOMOBILE ACCIDENTS 
Such Injuries Responsible for a Sixth of 
All Accidental Deaths 

WasuHincton, D. C., July 22.—Automobile 
accidents are responsible for more than one- 
sixth of all the accidental deaths, it has been 
ascertained by the committee on statistics of 
the highway safety conference, as reported to 
a meeting of that section, held at the Depart- 
ment of Commerce, and automobiles enter into 
approximately 80 per cent of railroad grade- 
crossing fatalities. 

Investigation by the committee developed the 
fact that in 1922 there were 65,263 deaths from 
accidents of all kinds, in which automobile 
11,666 Railroad 
accidents were responsible for 5687 deaths, but 


accidents led with deaths. 
between 1500 and 1800 of these were passen- 
gers in automobiles that were struck by trains 
or otherwise wrecked at railroad crossings. 
Street car accidents resulted in 1491 deaths, in- 
juries due to other vehicles caused 1680 deaths, 
and the deaths from all other accidental causes, 
not classified, totaled 44,739, and covered acci- 
dental casualties both indoors and out. 

In order that accidents may be analyzed it 
was recommended that all communities adopt 
At present 
there is a large variation in the systems of re- 
porting accidents, some methods being very in- 
complete. 


a standard form for reporting. 


FORMS BUREAU OF RECOVERIES 
National Surety Organizes to Guard In- 
terest in Bonds 
The National Surety Company, New York, 
has just formed a bureau of recoveries under 
control of Alfred Tyrrell and A. M. Birdsall 


for the purpose of tracing and recovering lost 


or stolen bonds in which the company may 
have an interest. Persons or firms purchasing 
bonds to which title is not clear are warned to 
be careful on the point of ownership of such 
securities, as many stolen or lost bonds are be- 
ing offered for sale. 

EK. A. St. John, president of the National 
Surety, states that many such stolen or lost 
bonds are turning up every once in a while and 
he cited the following instance: 

Recently $150,0co worth of bonds which had 
disappeared were returned to the company be- 
cause we had paid a stock exchange house for 
their loss under one of our surety policies. We 
have a substantial interest in these bonds. 
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COLLISION COVERAGE BROADENED 
Ocean Accident and Guarantee to Pay 
Damages for Automobile Upsets 

TorEKA, Kan., July 21.—C. G. Blakely, Jr., 
agent for the Ocean Accident and Guarantee 
Company, New York, has been advised that this 
company will consider an upset of a motorcar 
as a collision under its general collision poli- 
cies and will pay the claims for damages for 
such an accident. According to Mr. Blakeley 
this is a new departure in collision insurance 
by the companies operating in this State. We 
asserted that, while some claims for upsets into 
a ditch had been paid under the collision poli- 
cies, most of the insurance companies denied 
liability where a car skidded into a ditch and 
turned over. 
has been against a motorcar striking another 
or running into some object, and simply going 


Most of the collision insurance 


into a ditch and turning over was not regarded 
as coming under the ordinary collision coverage, 


Federal Mutuals of Boston Move to New 
Home Office 

The Federal Mutual Liability Insurance 
Company of Boston and its running mate, the 
Federal Mutual Automobile Fire Insurance 
Company, announce their removal from 142 
3erkeley street to the ninth floor of the New 
Park Square Building in Boston. For some 
time both companies have been very crowded, 
due to their rapid development of late, but 
with their establishment in the new offices 
enough space has been provided for their pres- 
ent needs as well as for future expansion. 





SOUTHERN 
SURETY.CO. 


Home Office, Des Moines, lowa 





Statement as of 
December 31, 1923 


(Condensed from Statement of 
U. S. Treas. Dept.) 


Admitted Assets. ..... $6,595,010 
Capital..... teens aeat 1,000,000 
ae 608,817 


Twelve Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 
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ly Premium plan. 


~ 0. G. L. BUILDING 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Monthly Disability Income features for 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


We have openings in Ala., Ark., Dela., D. C., Fla., 
Ga., Ill., Ia., Kans., Md., Mich., Minn., N. M., 
Okla., S. D., W. Va. 
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ADAMS ST. 
Males and Females alike. | Continental |5{ Chicago pe 
Standard and Substandard Risk Contracts, i. e. less work for nothing. ©) contdciat |Z} _ Stock =, 
| Nat'l. Bk, || Exchange . wa 
a be mls 
- QUINCY ST. Rio 
THE OLD COLONY LIFE INSURANCE COMPANY ‘roma po) 
Colony eral | Prue’ “10a 
of CHICAGO, ILL. ee 
E. a rust Co. = 
Bik. NUESKE, President & JACKSON BOUL. 
The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through Secxtencs| | Been 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. Exchange | — 
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Fast Selling Policies in a 
Fast Growing Company 





Agents are constantly realizing the = 
wisdom in selecting the National Life E 
line of policies, whereby they are 
enabled to render a better service to 
the insurance-buying public. 
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Safety and low cost are the factors 
which enable them to sell more insur- 
ance to more people, thereby increas- 
ing their commissions. 


Top contracts available to men capable of 
handling district agencies in northeastern 
Indiana, southern Indiana, western Michigan 
and in portions of Illinois. 
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~ SOUTHERN UNION LIFE 
INSURANCE COMPANY 


of FORT WORTH, TEXAS 


€ 
AN AGGRESSIVE COMPANY 


With an unbroken record of service to policy- 
holders—a growing Company in which the 
human element enters into every business 
transaction. 


INSURANCE IN FORCE 
$40,000,000 
ASSETS IN EXCESS OF FOUR MILLIONS 
$4,000,000 
NEW BUSINESS PRODUCED 


During the first six months of 1924 over Eight million 
six hundred thousand. 


$8,600,000 
AVAILABLE TERRITORY IN TEXAS OPEN 
TO ACTIVE MEN WHO CAN \N QUALIFY 


JAS. L. MISTROT, President 
TOM POYNOR, V-Pres. & Agency Mer. 
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Life Insurance and the Bonus Bill 


Law and Legislation Committee, North Texas Association of Life 


The Bonus Bill has become a law, and every 
underwriter in the nation is now offered an un- 
usual opportunity to serve both the service men 
and the Government. Irrespective of how you 
feel about the law you could not do anything 
that would be more timely and more in keeping 
with your duty than to set about to make it a 
part of your business to help every ex-soldier 
and sailor in your community to fully under- 
stand the benefits due them under the adjusted 
compensation bill. There will no doubt be many 
who are not at all familiar with single premium 
twenty-year endowment life insurance, and who 
will not fully understand the benefits of this 
bonus law to the service men. 

We arrive at the amount of this paid-up 
endowment insurance due the soldiers where the 
adjusted compensation is in excess of $50, by 
taking the total number of days of service at 
$1.00 per day, home service, and $1.25 per day, 
overseas. Then that sum is multiplied by a 
certain factor, depending upon the soldier’s age. 
These factors are as follows: 


Age Factor Age Factor 
Mes aha saireras Sa ore ore 2.545 SO cee irwceeeaees 2.439 
MAS wiser behpretaicvorse 2.544 2.426 
ie ors eser ones 2.542 2.413 
Uae nen ceca ee, —SeOaee 2.398 
Bean devia ersisave art ave - 2.589 2.381 
PUN sortase aitetas posal acca 2.537 2.364 
; 2.345 

2.324 

2.302 

2.279 





This article is extracted from a communication sent 
out recently by Mr. Thorp in which he called the at- 
tention of all agents to the opportunity for service pre- 
Sented by the Bonus Bill. 








Ly Orvirtr THorp, Chairman 


Illustrating the above let us consider the fol- 
lowing cases: 


The soldier served for seventy-five 


days at home. (In cases like this 
age is not considered.) Deducting 
the sixty-day credit for which he 
was paid at time of discharge, would 
leave fifteen days of service for 
which he is yet to be paid at $1.00 
per day—a total of $15. As the 
Government is paying in cash the 
amount of compensation in all cases 
less than $50 this soldier will receive 
a check for the amount of $15 on or 


before March 31, 10925. 


This case is of a soldier, age thirty, 


who served 180 days at home. 
Deducting the sixty-days’ credit 
leaves a net of 120 days at $1.00 per 
day, or $120.00. This amount multi- 
plied by the factor for age thirty, 
which is $2.524, makes total amount 
due this soldier of $302.88, for which 
he will receive a certificate from the 
Government for a single premium 
paid up twenty-year endowment pol- 
icy payable to him at the end of 
twenty years for $302.88. 


C. Take another case of a soldier age 


thirty-two. He served for 240 days 
of home servicé, which would give 
him a net credit at $1.00 per day of 
$180. He served 300 days overseas 
at $1.25 per day, or $375, making 
a total of $555. This amount multi- 
plied by the factor at thirty-two, 
which is 2.517, makes a total of $1- 
396.93. The soldier will be given a 
single premium twenty-year endow- 
ment policy for this amount payable 
at the end of twenty years. 
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Underwriters 


If you will study the above illustrations in 
connection with the table of factors quoted 
above it will enable you to easily tigure out for 
any ex-service man exactly what is due him, 
based on the time of service he gave to the 


cause, either at home or overseas, or both. 


ServicE LIMITATIONS 

There are two limitations, however, that 
should be borne in mind. The maximum amount 
of home service is limited to 500 days, and the 
maximum amount of service overseas is limited 
to 500 days. 

You have rates quoted in your rate books for 
single premium twenty-year endowment poli- 
cies, and should be quite familiar with the 
operation of such contracts. That is exactly 
what the Government is using in this case. They 
are taking the total amount of adjusted com- 
pensation that is due the soldier, where same 
is in excess of $50, and using that with which 
to buy a single premium twenty-year endow- 
ment policy. Based on his present age there 
has been worked out a certain factor to be used 
at each age by which you can determine the 
maturity value of these policies. By using this 
factor you can easily determine the gross 
amount of the certificate which will be issued 
to the soldier, and this gross amount represents 
the amount of money that he will receive on 
his certificate at the end of twenty years. 

These single premium twenty-year endow- 
ment policies have a cash loan value after the 
second year, and they also provide that should 
the insured die before the expiration of the 
twenty years the beneficiary named in the cer- 
tificate will receive the face amount of the in- 
surance. 

Like A Savincs Funpb 

You could not render a greater service to 

the soldiers in your community than to get in 
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LIFE INSURANCE EDUCATIONAL SECTION 


touch with them and help them get their papers 
all signed, making such explanations to them 
as is necessary so they will fully understand 
the terms of these adjusted compensation cer- 
tificates. You can render a real service to both 
the soldiers and the country by helping to in- 
duce these soldiers to file these certificates away 
and just forget that they have them until they 
mature, at which time they can collect the face 
amount of the contract. If the soldiers rus! 
into the banks and borrow the full value on the 
certificates at the end of the second or subse- 
quent years they will dissipate a substantial 
amount of the benefit which would otherwise 
accrue to them under this bonus bill. It is a 
savings fund that grows and grows with each 
day, and there will come a time with all of 
these young men when they will need every dol- 
lar of this money. They could get along with- 
out it to-day. If the bonus bill had not passed 
they would have lived just the same, and would 
have met the demands of the day on some basis. 
Every mother’s son of them should be urged to 
do the same thing now. They should be urged 
to forget that the Government has passed a 
bonus bill, so far as any immediate benefits 
they will draw from it is concerned, but to 
take these certificates and file them away as a 
nest-egg to be collected twenty years hence. 


AVERAGE RESULTS 


There has been given wide distribution 
throughout the nation, particularly in connec- 
tion with the Treasury Department’s campaign 
on thrift, certain data relative to what will hap- 
pen to young men throughout the course of 
their lives. Starting with one hundred lads 
twenty-five years old, and that will apply to a 
large percentage of these young soldiers, we 
find that when attaining age sixty-five, out of 
the total number of one hundred, thirty-six 
have died; one is rich; four well-to-do; five 
are still able to earn a moderate income, and 
fifty-four are completely down and out. These 
statistics are so gripping that the soldiers 
should be advised to-day of the hazard which 
they face. They should 
tremendously important facts and be guided 
them. The bonus included under this bill will 
help them on their way as old men—will help 
them to get to sixty-five years of age with a 
competency for old age, and each of them 
should take advantage of it. 

Nothing the underwriters of the nation can 
do will be so timely, and so much in keeping 
with the purpose which the Government has in 
passing this bonus bill, than to get on the firing 
line immediately and use their utmost influence 
and information to help these soldier boys un- 
derstand exactly what they are getting, and the 
tremendous importance of treating this adjusted 
compensation service just as they would any 


recognize these 
] 


DV 


other paid-up twenty-year endowment, and not 
attempt to borrow on it in the meantime. 


$40,000,000,000 OF LirE INSURANCE 
Through the creation of the War Risk Bureau 
the Government placed among the soldiers and 
sailors approximately $40,000,000,000 of life in- 
It brought life insurance into prac- 


surance. 


tically every home, and section of the United 
States. The private life insurance companies 
could not have spent money enough on any kind 
of an advertising campaign for legal reserve 
life insurance that would have done the busi- 
ness so much good, and so thoroughly sold it 
to the American people as the Government did 
in the creation of the War Risk Bureau for 
the soldiers and sailors. Life insurance was 
emphasized in that act in many ways as being 
the great economic force that it is, and as be- 
ing the first and most available social service 
plan by which it is possible for the individual 
to enter into a contract with society, collec- 
tively, to reimburse his interests against the 
loss of the money value of his life. 

The underwriters have been the beneficiaries, 
indirectly of the creation of the War Risk 
Bureau. The publicity given to life insurance 
at that time and since, as a result of the activi- 
ties of the department, has helped every life in- 
surance man in America to more effectively 
deliver his service to his patrons. 

The Government has now passed the bonus 
law, as a result of which there will be put into 
effect in a very short time new legal reserve 
life insurance of between three and four bil- 
lion dollars. Again, legal reserve life insurance 
is being endorsed, is being advertised, is being 
boosted and emphasized as the insurance com- 
panies in their advertising and educational work 


could not possibly put over in many a silver 
moon. Underwriters should, therefore, keenly 
appreciate what is being done for the business 
and show it by helping the Government and 
ex-service men in getting this insurance ad- 
justed, and then do all they can to help con- 
serve and stabilize it. 


Many Lapses IN GOVERNMENT POLicies 

Of the $40,000,000,000 of life insurance placed 
through the War Risk Bureau the bulk of it 
was unfortunately permitted to lapse. If the 
underwriters had been more active on the firing 
line in helping to spread propaganda through- 
out the nation of the importance to the soldiers 
and to society as a whole of maintaining this 
Government insurance, literally thousands and 
thousands of these policies would have been 
saved, and the holders thereof would have en- 
joyed the benefits. The underwriters should 
be up on their toes now, lending their help and 
influence, and supporting the Government in 
this movement of helping the soldiers and sail- 
ors to conserve this insurance until same is 
matured. By so doing this great volume of in- 
surance, between three and four billion (repre- 
senting as it does the most sacred money that 
these men will ever receive) will become dur- 
ing the next twenty years of tremendous eco- 
nomic force in this country, and the financial 
condition of the millions of these boys holding 











50% of our troubles.” 











More Proft—Less Trouble 


“Title Insurance has eliminated more than 
This is an excerpt from 
a recent letter written by the official of an 
insurance company, who added that our 
service had been profitable as well. 


Write for full details. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York City 


Capital Funds over $10,000,000 


AMERICAN TRUST COMPANY 


Affiliated with the 
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Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an 
unlimited production. 

Contract as good as the best, with exclusive 
rights. 

Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 











these certificates will be better stabilized and When to Call 


reinforced as a result of this tangible asset 


which they own. If the underwriters would gone it, you can say all you want about the 


grasp this golden opportunity and do their duty 
now in due 


these Government certificates additional life drink manufacturer—had one yesterday from 
Business shot up— 


insurance through which will be accumulated 4 wholesale ice cream man. 


subsiantial legal reserve funds that will further — spring too cool.” 


reinforce the individual’s financial standing, to Just then the man who occupied the next 


the end that when he goes over the hill on the — desk breezed in with a $10,000 application on a 


shady side of life he will be assured of suffi- 


cient funds with which to meet life’s issues and on a radio supply dealer. When Old Timer 


take care of himself on a basis of financial in- 
dependence. 


This is a golden opportunity to serve our back with a bounce. 


fellow man, the Government, and a great busi- “Why, old man, to me that’s the biggest 


ness—life insurance. Grasp it! 





Old Timer slumped down at his desk. “Dog- 


weather having nothing to do with it. But it 
time they could build up around has. Just got a turndown from a big soft- 


moving picture house proprietor, and another 


had poured out his tale of woe in a vain effort 
to dampen the enthusiasm, the go-getter came 


after the man whose business is shot to pieces. 
Put him on your follow-up list. The whole 
world’s your prospect list. Go after the lads 
who are sitting pretty now.” 

And that’s a bit of keen philosophy. The 
man whose business is at a low ebb is in a 
pessimistic frame of mind. But when things 
are going good he’s optimistic and happy—that’s 
when to see him means to sell him. 

—Fidelity Field Man. 
Educational Meetings by the Connecticut 
Mutual 

Hartrorp, Conn., July 19.—A series of meet- 
ings of an educational nature has been arranged 
for by the officers of the Connecticut Mutual 
Life Insurance Company, Hartford. They will 
be held at various points durmg the summer. 
President Henry S. Robinson, Assistant Secre- 
tary Harold N. Chandler and William H. 
Harrison, assistant superintendent of agencies; 
Ralph M. Lowry, N. C. Taintor and A. R. 
Thomson of the company left Hartford last 
week to attend these meetings. 

The first of this series of conferences was 
held at Coronado Beach, Cal., July 17, 18, To. 

On August 25 and 26 meetings will be held 
by sectional representatives at Excelsior 
Springs, Mo. 

The third group of meetings will be held at 
French Lick Springs, Ind., August 29 and 30 

Meetings will be held September 2 and 3 at 
White Sulphur Springs, W. Va. 

The series will be concluded with a gather- 
ing in Hartford, September 5 and 6. 





thing in life insurance. You don't have to go 
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TL. Two Carpenters 

An old Carpenter, knowing that his days were numbered, bought two 
large chests and, after filling them with all the tools a carpenter could use, 
gave one to each of his two sons. “Learn,” said he, “how to use all these 
tools skilfully, and if you are painstaking and diligent you will prosper.” 

So, after the old man’s death one son moved to a town to the east of 
his native village, and opened a shop, while the other moved to a town to 
the west of the village. 

The one in the Eastern town didn’t take the trouble to learn the uses of 
his many tools, and tried to do all his work with and axe and a saw; and 
after a long and unsuccessful struggle, ended his days in the poorhouse. 

The other brother utilized all his tools; became an expert craftsman; 
made a fortune, and spent his declining years in a comfortable cottage that 


he built for himself. 








APPLICATION: 

There are many policies because there are many insurance needs; and 
the competent agent gives each client the policy that fits his case. 

There are other agents who offer only one kind of insurance. They 
get into a rut and are powerless to jolt themselves ont of it. They 
wonder why the few clients they secure are dissatisfied and surrender 
their policies. But the reason is not far to seek. Each one has a full kit of 
tools, but he uses only an axe or a saw, and inevitable failure is the result. 


N. B.—It is intended to publish this series of Insurance Fables in book form, as they contain im- 
portant por it ational hints for the training of agents. 
Copyright, 1924, by The Spectator Company, New York. 
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The Province of Sales Management 


By H. G. 


A—THE Score or Sates MANAGEMENT 

I. Discovering New Uses for Old Commodi- 
ties —Under certain conditions a greater profit 
may accrue through finding new uses for old 
commodities and in this manner keeping the 
line more compact than through the alternative 
plan of adding new commodities constantly to 
meet supposed needs. 
New 


signs and New Types.—One source of valuable 


IT. Suggesting Packages, New De- 
information concerning the need for changes 
in equipment comes from watching customer 
complaints. 

III. Analyzing the Field of Possible Sale.— 
It is important to urge salesmen to concentrate. 
A great number of prospects makes it easily 
possible for salesmen to spread themselves too 
thinly in the sales territories. Ordinarily there 
may be five to six times as many prospects of 
all kinds as the man in the territory can handle 
properly. 

IV. Winning Back Fstranged 
and Lost Accounts.—The following is a plan 
used by a representative company: “Any cus- 
tomer who has not bought within one year is 
thought of as a prospect and his name auto- 
matically goes back to the prospect list and is 
treated as such from thence on.” 

V. Scheduling the Work of Salesmen.—A 
sales promotion plan should set up a schedule 
of products to be sold and every possible sales 
promotion and advertising effort should be put 
forth to assume the salesmen working in ac- 
cordance with such schedule. 

VI. Keeping Check on the Performances 
and Expenses of Salesmen.—I:very salesman, 
district and division should carry a sales quota. 


Customers 





This material is taken from number 7 of the busi 
ness leaflet series published by the policyholders’ ser- 
vice bureau of the Metropolitan Life Insurance Com 
pany, New York. Report forms applicable to almost 
any business were included with the booklet. 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 
Life Insurance Company 


Springfield, Massachusetts 
Incorporated 1851 











KENAGY 


Individual and group accomplishments against 
quota should be published monthly as a stimulus 
to improve upon previous performances. Rec- 
ords of sales performances should give a rather 
complete picture of each salesman’s activities 
and results. In view of the tendency that exists 
for sales’ costs generally to rise, a compre- 
hensive record should be maintained of each 
salesman’s traveling and other selling expenses 
in relation to sales volume. 

VII. Devising the Most I*ffective Method 
for Paying Salesmen.—The  Policyholders’ 
Service Bureau has gathered considerable in- 
formation of payment methods of numerous 
companies, and this information is at the dis- 
The fol- 
lowing is an interesting practice of one com- 


posal of any company requesting it. 


pany : 

We are operating under a standard sales con- 
tract which pays a man $50 a month flat salary 
with a graduated scale of commissions and 
bonuses on increasing sales. Under this con- 
tract, men on the regular basis cost us an aver- 
age of about 12% per cent to sales. Our total 
compensation percentage is higher than that, 
however, due to the fact that we must always 
have in our sales force a certain number of 
new men whose compensation is a higher per- 
centage of their sales than that of other men 
who have become productive. 

VIII. Checking Up on the Method of Dis- 
tribution—Numerous companies have entered 
too eagerly into the field of national distribu- 
tion. Here is the emphatic caution expressed 
by one company in this connection: 

“To some extent our sales force might per- 
haps be better certain 
geographical areas than they are at present. 


concentrated within 
National distribution, so far as it affects us, 
has its defects as well as its advantages. We 
must constantly avoid seeing to-open up new 
territories at considerable expense, when new 
salesmen might lhetter be employed in pre- 
serving and broadening contact already estab- 
lished.” A 

IX. Devising Means to Improve Efficiency 
and to Maintain Morale of Salesmen.—Included 
within this field of the sales manager’s work 
is the sales contest, the sales convention, the 
sales manual and the sales department house 
organ. Sales contests should not be too brief, 
else they will harlly get under way before clos- 
ing; nor should they be too long, in which case 
they will fail to hold the interest of salesmen. 
A word is spoken for the convention at dis- 
trict headquarters. In this manner direct and 
helpful contact can be given to every man in 
the sales force, whereas the national conven- 
tion entertains and inspires merely the leaders 
of the sales force. 


B—Tests For DETERMINING THE EFFICIENCY 
OF SALES ORGANIZATION 
The following are convenient tests to deter- 
mine the efficiency of a sales organization : 
1. A division of functions in the home office 
which eliminates friction, red tape, wasted time 


and lost motion—where the functions of every 


3° 


Thursday 


official are carefully and accurately set forth, 

2. A low mortality of customer accounts, 
denoting the existence of good will and con. 
fidence; increasing sales, year by year, to old 
outlets; an increasing number of new outlets, 
or an increasing volume of new accounts, 

3. A low turnover rate among salesmen 
and other employees, due to preventable causes, 
This would indicate that selection, training and 
supervision were being taken care of intelli. 
gently. (There is such a thing as a healthy 
turnover, indicating that poor material is being 
constantly eliminated and that good salesmen 
are being promoted.) 

4. The development, within the organization, 
of men capable of holding executive positions, 

5. An ever decreasing percentage of sales 
expense, 

6. Lines of communication which bring jn 
all possible information from the field, and, 
after it has been studied, recorded and inter- 
preted, make it available in useful form to the 


field. 


C—Hetprctt Forms or Contror 

Eight forms of sales control are listed as 
follows: 

1. Salesman's Daily Report gives the sales- 
man’s performance daily. 

2. Summary of Salesman’s Weekly Reports 
is a weekly summary of the salesman’s ex- 
penses, number of calls made and number and 
amount of orders. 

3. Monthly Sales Data is a monthly sum- 
mary of the salesman’s record by number of 
calls on customers, dealers and towns. 








Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 


STANDARD LIFE 
INSURANCE COQ. 


716 Locust St., 
St. Louis, Mo. 
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4. Individual Sales Data Report, monthly 
gives the salesman’s record for the month in 
greater detail. It takes care of his calls, ex- 
penses, costs of sales and quotas. 

3. District Quarter-Monthly Report to 
Sales Manager is a quarterly report to the 
sales manager by salesmen giving the number 
of calls and sales, the result of the calls and 
the comparison of performance with quotas. 

6. Salesman’s Order Monthly Report of 
Calls and Sales consists of a quarterly report 
by salesmen of the firms visited, the amount of 
business done and provides a column for re- 
marks. 

7, Comparative Statement of Sales Ex- 
penses is a comparative statement by salesmen 
of selling expenses by territories, by kinds of 
expenses and in terms of business executed. 

8. Recapitulation of Commodity Sales is a 
recapitulation of commodity sales, by salesmen, 
of the principal items handled. 


John R. Fox Reappointed Chairman 

John R. Fox, superintendent of the Metro- 
politan Life Insurance Company, New York, 
has just been reappointed chairman of the en- 
tertainment committee of the Philadelphia As- 
sociation of Life Underwriters for the fourth 
consecutive year. His colleagues are: 
George Cannell, Penn Mutual: Wilfred L. 
Coates, Northwestern Mutual; W. C. Chubb, 
Provident Mutual; J. D. Heenan, John Han- 
cock; R. Spencer Plummer, Berkshire; D. 
Arcy Smith, Equitable of New York, and 
Max C. Vincent, Connecticut General. 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,878,546.00 on Deposit with the 
Indiana Insurance Department 


$411,739.90 Surplus Protection to 
Policyholders 


$38,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGAN, 
ARKANSAS, TENNESSEE, TEXAS AND 


A few top notch contracts to Insurance 
) : : 

Producers with experience, character and 
ability. Address the Company. 
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Selling the Policy 


You will find that the principal motives that 
prompt men to take insurance may be grouped 
under the following heads: 

1. Love of Kin. 2. Desire for Gain. 3. 
Prudence. 4. Desire for Utility. 5. Satis- 
faction of Pride. 

Seldom is a man moved by one of these in- 
fluences solely, but in the majority of instances, 
one of them predominates over all other con- 
siderations for his action. Now, the usual set 
canvass, with its uniform policy presentation, 
is an appeal to all these motives in general, and 
none in particular. It is spreading the jam 
too thinly to create a taste. In most cases 
preliminary inquiry, or tactful questioning of 
the prospect, will direct you to the motive 
which is most likely to actuate him. You must 
concentrate on this, advancing such arguments 
and presenting such features of the policy as 
are calculated to stimulate the motive in ques- 
tion. 

Let us review our classification. You are 
working on a man who cherishes his family 
above all things. You offer a monthly income 
policy and dwell upon the completeness and 
security of its protection. You are appealing 
to his love of kin, but you should not make 
the same canvass in the case of a man whose 
chief characteristic is selfishness, or desire for 
gain. You would present some endowment 
form to him, expatiating on the prospective 
benefits to himself, and hardly mentioning death 
Your prospect is a provident man 
You would appeal 


indemnity. 
and habitually foresighted. 
to his prudence by emphasizing the advantage 
of a policy as a medium of saving. The desire 
for utility is a frequent motive in commercial 
insurance. It leads a man to take insurance 
for the security of creditors and the benefit of 
executors. It induces a speculator and frequent 
borrower to carry policies for their collateral 
value. When desire for utility is the motive, 
section number three of your policy presenta- 
tion comes into play. You enlarge upon the 
loan value; you draw attention to the effect of 
insurance in the enhancement of credit; you 
point out the maximum rate of interest on 
loans and compare it with the rates usually cur- 
rent in periods of monetary stringency. 

It is astonishing how often satisfaction of 
pride is the prevailing motive. Many large ap- 
plications are secured by an appeal to it. We 
all know the influence of a list of prominent 
policyholders, or the effect upon his neighbor 


of a man taking out a policy. 


PREPARING THE CANVASS 

Only the haphazard salesman jumps the track, 
or gets stalled. The man who has a definite 
plan and a prearranged canvass may be opposed, 
contradicted, interrupted, and otherwise inter- 
fered with, but he will stick to the line and 
keep moving toward the terminus. 

In his progress it is necessary to take the 
prospect with him. This can be done only by 
inducing the prospect to think certain thoughts 
which shall carry him through the stages of 


5 


desire, willingness, eagerness and resolve. 

If the attempt to create this course of re- 
flection is based upon general arguments and 
stereotyped statements, some of the agent’s sug- 
vestions are apt to be weak, if not positive mis- 
fits. 

A canvass based on a pre-acquired knowledge 
of the prospect’s condition, and designed to 
stimulate a certain motive will bring forth a 
policy presentation and arguments logically ap- 
plicable to the particular case. Such a canvass 
has the double effect of impressing the pros- 
pect and inspiring the agent with confidence. 


Minnesota Mutual’s Appointments 

The Minnesota Mutual Life Insurance Com- 
pany, St. Paul, has appointed the following 
eeneral agents in the territories named: Jack 
Wilson, Houston, Tex.; Thomas Hethering- 
ton, San Antonio, Tex.: I. P. Walker, Omaha, 
Neb.; H. W. Ellis. Bloomingten, Ill; lImer 
D. Hinkle, Lexington, Ky.. and Havens & 
Tzitlonok, South Bend, Ind. All of these men 
have been chosen to represent the company be- 
cause of the reputations they have established 
as producers of large business volume with 
diminished loss ratio. 

In addition to these appointments, 
A. Bator has been promoted to the post of 
agency supervisor at Aberdeen, Wash. Mr. 


Andrew 


Bator began his duties as of July 1. 





North American 
National Life 
Insurance 


Co. 


Omaha, | Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 














This is scientific salesmanship—the applica- 
tion of common sense principles to the task in 
hand. The agent who employs such methods 
will sell more life insurance than another of 
greater natural ability, who makes his canvass 
in a haphazard manner. 

Let us assume that you have a prospect upon 
whom you purpose calling, or with whom you 
have already an appointment. You are in posses- 
sion of as much information about him as you 
can secure. (Don’t treat anything relative to 
your prospect as unimportant. The fact that 
he plays the flute may be turned to account in 
your canvass. ) 

You set about preparing a definite canvass 
for this particular prospect, beginning by jot- 
ting down your data, somewhat in the follow- 
ing form: 

Prospect, John Doe. 

Superintendent Cole Auto Co., salary $4500. 

Born Dec. 16, 1881. Age 42. Change June 
16. 

Widower. Two children. Son 20 years, self- 
supporting. Daughter 18 
academy. 

Carries $12,000 life and $10,000 accident in- 
surance. Lives carefully; said to be saving 
about $1500 a year. 


years, at private 


Dotes on daughter and 
proud of son. Member of Jonathan and coun- 
try clubs. Hobbies, botany and local history. 
Close friend of Richard Roe, who carries $25,- 
000 with our company. 

Your next step is to consider these data care- 
fully and to decide on the form of policy best 
adapted to a man in these circumstances. 

Our illustration involves an obvious case. Our 
man has enough insurance to settle his affairs 
at death and to leave a few thousand dollars 
to each of his children. His son will be able 
to take care of himself—but there is not ade- 
quate provision for the daughter. 

The monthly income policy is clearly in- 
dicated. As to form and amount, a man who 
is saving $1500 a year can well afford six units 
—that is to say, $60 a month—on the twenty- 
payment life plan. 

Now you proceed to jot down the heads of 
your arguments, having decided that you are 
going to make your canvass mainly, if not en- 
tirely, on the perfect protection and the low 
cost as compared with the benefit. Your memo- 
randa will assume something of the following 
form: 

Protection perfect. Daughter absolutely as- 
sured of income for life. Contract creates 
trust in hands of one of the strongest financial 
institutions in the country. Income cannot be 
sold, hypothecated, ner impaired in any way. 

To secure same protection otherwise, would 
be necessary to bequeath sum of $18,000 assum- 
ing 4 per cent might be earned on it continu- 
ously. Executors may die, fail in judgment, or 
prove derelict. In any case they must make 
charge for their services. 

Beneficiary’s present expectation of life 44 
years. After prospect has exhausted his ex- 
pectation she will still have 25 years, but an- 
nuitants are notably more than ordinarily long- 
lived. 

In consideration of prospect paying $463 a 
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year for maximum period of 20 years—he may 
make but one payment—company undertakes to 
pay his beneficiary $720 a year for minimum 
period of 20 years and as much longer as she 
lives, which may be 60 years or more. To re- 
peat: Prospect pays trifle more than 3 per 
cent of $14,400 for twenty years at utmost. 
Company pays 5 per cent of same amount for 
twenty years at least. 

Now write out your canvass, adding any 
special arguments that may occur to you. 
Memorize it, but do not attempt to learn it by 
rote. Put it aside for future use. Make memo- 
randa on the back of a card of the principal 
figures, if necessary. It is better to talk entirely 
from memory and this you will be able to do 
with a little practice. 

Each of the first canvasses prepared in this 
manner may occupy two or three hours’ time. 
When you have been through the process a 
dozen times you will be in possession of the 
skeleton frameworks for all the usual policy 
forms and will have acquired facility in modify- 
ing them to fit individual cases. 

You should not begrudge the time and trouble 
spent in this direction. With such a canvass, 
you may reasonably expect to close one in every 
three men upon whom you make the attempt. 
Your present average is probably one in every 
fifteen or twenty. It is much less laborious and 
much more effective to do your work thor- 
oughly and properly than it is to do it super- 
ficially and in slovenly fashion. 

The assembled memoranda consist of data 
relating to your prospect, the salient points of 


Thursday 


the policy you decide to be best adapted to his 
requirements, and a brief summary of argy. 
ments to support your proposition. 


The preparatory canvass constructed from 
this material should be as brief and clear as 
you can make it, consistent with comprehen. 
sive statement. Bear in mind that verbosity js 
not the object, but clarity and logic. 


In composing this canvass, have in mind the 
three stages of mental evolution which yoy 
must induce in your prospect—desire, willing. 
ness and resolve. This consideration will lead 
to dividing your canvass into three sections, 
These will be: (1) the presentation of the 
benefits; (2) a statement of the comparatively 
low cost; and (3) a strong closing argument, 


The motive to be stimulated in this case js 
evidently love of kin. You will play upon it 
throughout your canvass, avoiding any sugges- 
tion that might divert your prospect’s thought 
from that motive, and, therefore, ignoring sec- 
tions 2 and 3 of the policy subdivisions. 

When you have completed it, after three or 
four drafts, if necessary, your canvass should 
be somewhat like the following: 


“Mr. Doe, I am taking it for granted that 
your son will fulfill his early promise of suc- 
cess in business, and that he will be able to 
take care of himseif in the future. The proposi- 
tion I have prepared for you relates exclusively 
to your daughter. I am going to show you a 
safe and economical method of providing her 
with an income of sixty dollars a month from 
the time of your death to the time of her death, 











NOT to Sell Insurance 








How 


























=[ BY WILLIAM ALEXANDER. |= 





14. One Pressing Need 
I am told that the following concise ap- 
peal has been employed successfully in soli- 
citing insurance for one of our American 
companies by a certain young man from 

Japan: 

“Any life 
Damfool! 


Aside from questions of taste and tact, 


No? 


insurance ? 
Sign here.” 

let us consider whether this presentation is 
adequate or not. 

If we assume, as many people do, that 
the American people know little or nothing 
about life insurance, we must conclude that 
this appeal is inadequate. But if we recog- 
nize the truth that, with very few exceptions, 
the intelligent people of the present day 
recognize the value of insurance, know that 
they ought to be protected by it, and intend 
some day to invest their savings in it, we may 
Right-thinking men 
want to do their duty; are solicitious about 
the future of their families; are anxious to 


regard it as adequate. 


Copyright, 1924, The Spectator Company, New York. 
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save, and recognize in a general way the 
value of insurance. Such people only need 
to be shown how much they can obtain on 
such easy terms; and to be reminded of the 
risks that are run by those who procrastinate. 

We hear a great deal nowadays about 
determining all the insurance needs of each 
prospect; and the importance of framing a 


And 


elaborate arguments have been constructed to 


complete programme in every case. 


induce people to thus provide for all their 
insurance needs, 

This is ideal, but ideal perfection is not 
always attainable. Consequently it seems 
to me that the most effective course for the 
astute agent is to fix upon some one pressing 
need. After that has been provided for the 
prospect will know that the examination is 
not a serious ordeal, and will experience the 
satisfaction of possessing a good investment 
in a strong corporation. And now that he 
is a policyholder he will be in a favorable 
mood to consider to expediency of pro- 
viding for other needs. 
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NEW POLICY 











Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Life 


Insurance Co. 
of New York 











Early Aspects of 


While avid historians may, with some 
degree of authenticity, trace the origin 
of group life insurance back to biblical 
times, its appearance in the United States 
was not marked until the beginning of 
the latter half of the nineteenth century. 
The very excellent reason for this was 
the fact that the institution of life insur- 
ance itself did not definitely exist in this 
country much prior to that period. 


GENESIS OF THE PLAN 

The first American life insurance com- 
pany to obtain a charter was also the 
first to write a policy of group life insur- 
ance. The coverage was issued on the 
lives of 700 Chinese coolies who were to 
be transported from China to Panama. 
Indemnity for the shipper was provided 
at the rate of fourteen and seven-twelfths 
dollars on the life of each coolie and the 
insurance remained in force until twen- 
ty-four hours after the arrival of the 
ship at its port. 

The workings of the group life insur- 
ance idea in something approaching its 
present form were not recorded, how- 
ever, until 1911, when the Pantasote 
Leather Company of Passaic, New Jer- 
sey, took out insurance of this class on 
the lives of its employees. In 1912, 
Montgomery, Ward & Company, of Chi- 
cago and Kansas City, also took out a 
group life insurance policy as a neces- 
sary basis for the commencement of em- 
ployees’ welfare activity to which that 
organization had been devoting much 
thought and When the 
Union Pacific Railroad System, in 1917, 
purchased group policies for 30,000 em- 
ployees, totaling about $40,000,000 of 
life insurance in force, the plan was firm- 
ly set upon its feet and had become an 
integral part of the relation between em- 
ployer and employee as existing at that 


preparation. 


time. From these inceptions rose the 
great and comprehensive structure of 
group life insurance as it is today known. 
Naturally, the growth of this phase of 
life insurance, in its early stages, was 
slow. The relations between capital and 
labor were not on the same footing then 
as now, the concern of the employer over 
the welfare of his employees was not as 
noticeable, working conditions had not 
reached their present commendable status 
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Group Insurance 


and the many missionary labors among 
wage-earners had not yet borne fruit. 
As, however, these things became part 
of the warp and woof of American com- 
mercial enterprise, insurance companies 
perfected their methods of writing group 
life insurance and augmented their avail- 
able forces of research and assistance. 





PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $4,000,000. In- 
surance in force $111,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today 


AGENCY DEPARTMENT 














The mere writing of such insurance, 
viewed from the companies’ standpoint, 
is not sufficient. It is also necessary that 
the insurance company be qualified to 
render advice, co-operation and helpful 
suggestion throughout the entire time 
during which the policy is in force. ‘This 
serves a double purpose. It maintains 
the proper attitude on the employer's 
side toward the value of group life in- 
surance as an adjunct to his business 
and it caution and 


losses among the employees. 


increases reduces 
This is an 


important element. 


Its OPERATION CONSIDERED 

Properly considered, group life insur- 
ance is merely one-year term life insur- 
ance offered on a wholesale scale, in or- 
der that all may share in the benefits 
thus derived. In most cases, the em- 
ployer who takes out such coverage on 
the lives of his employees also pays the 
premium. Occasionally, the premium, 
paid by employer and employee jointly, 
is collected in weekly or monthly amounts 
which are directly charged to the wage- 
earner’s pay envelope, but the general 
practice leans toward the former course. 
The purpose of the plan is to furnish 
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employers a method of affording their 
employees life insurance protection un- 
der the most ideal conditions as to pre- 
mium rates, payment of claims and de- 
pendability. 

Among the achievements of group life 
insurance as regards the relationship be- 
tween employer and employee may be 
mentioned the creation of good will, the 
foundation of a harmonious rapport and 
the tendency toward the attraction of 
a type of worker which will be useful 
in every way. That these benefits are 
real and not fancied is evidenced by 
the many employers who have openly 
expressed themselves as completely satis- 
fed with the operation of the plan and 
have stated their conviction that the 
benefits derived more than repaid the 
outlay involved. An element brought 
into being by the purchase of group life 
insurance, and which is certain to appeal 


to factory owners and _ business pro- 
preitors in outlying villages, is the coun- 
teraction of the lure of big cities which 
is embodied in this beneficent plan. The 
wage-earner, seeing that his employer 
is disposed to attend to the welfare of 
his employees and considering the ad- 


vantages of laboring under greatly im- 





most successful in operation. 


the field. 


kind of service to Agents. 


portunities, address: 


Home Office: 





Shortening The Selling Process 


Our SYSTEM of obtaining ‘‘leads’’ for 
our Agents has been cited as one of the 


This service is part of our comprehensive 
program of Home Office cooperation which 
is of genuine practical value to our men in 


Service to policyholders is also the best 
Our Policy- 
holders Service Department offers, among 
other things, the health service of the Life 
Extension Institute free of charge. 


For information concerning Agency op- 


T. LOUIS HANSEN, Vice President 


The Guardian Life 


Insurance Company of America 
Established 1860 under the Laws of theState of New York 


50 Union Square, New York 


Thursday 


proved conditions, will not be disposed 
to prefer a slight raise in immediate 
salary elsewhere to the favorable factors 
already arraigned in his behalf. Mep 
are ever prone to consider their families 
in such matters, and if an employee jg 
made to realize that through the protec. 
tion of a group insurance policy his de- 
pendents are safeguarded as well as him- 
self, his mental attitude will be reflected 
in contentment and in more accurate and 
rapid production. 


\n INCENTIVE TO EMPLOYEES 

As an incentive to steadfast loyalty 
and to a better individual initiative, the 
idea of group life insurance has proved 
its power in many instances. The spirit 
of fellowship between employer and em- 
ployee, which has come to be the dis- 
tinguishing feature of modern industrial 
progress, is vastly strengthened when the 
latter is aware of the former’s interest 
and of his own added security by rea- 
son of being the possessor of an insur- 
ance policy. These particulars are the 
benefits of group life insurance as affect- 
ing the two principals and without any 
consideration of the’ larger good which 
is sure to follow its introduction. 








THE 


AMERICA 
CENTRAL 


Insurance Co, 


INDIANAPOLIS 


Established 1899 


HERBERT M. WOOLLEN 


LIFE 
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COMMISSIONERS’ 
PROGRAM 


Arrangements Completed for Fifty- 
Fifth Annual Meeting 


IMPORTANT TOPICS UP 


Gain and Loss Exhibit of Life Companies 
a Feature—Discussion of Resident 
Agent Laws and Rebating Also 
Planned 
The program for the fifty-fifth annual meet- 
National Convention 
Commissioners, to be held at the 
ington, Seattle, Wash.. 
August 1, has just been completed. It 


of Insurance 
Hotel Wash- 
July 28, 29, 30, 31 


ing of the 
and 
deals 
with subjects affecting both the Insurance Com- 
and the insur- 
ance The 
cussion planned with relation to the gain and 


missioners of the several States 
agents throughout the country. dis- 
loss exhibit of the life companies will prove in- 
alto- 
an instructive and 


teresting to all company executives and, 


gether, the program promises 
important series of sessions. The arrangements 


for the meeting are as follows: 
PROGRAM 
Monpay, JuLy 28TH, 2:00 P. M. 
Meeting called to order. 
Address of welcome.—Hon. 
Governor of Washington. 
Address of welcome.—Hon. FE. J. 
Mayor of Seattle. 


Louis [*. Hart, 


Brown, 


Response.—Hon. John C. Luning, first vice- 
president. 

Call of States. 

President’s address——Hon. H. O. Fishback, 
president. 

“Compulsory Automobile Insurance.’’-—Hon. 
Wesley E. Monk, Commissioner of Insurance, 


Massachusetts. 
Discussion, 


TuEspay, JULY, 29TH, 10:00 A. M. 

Communications and reports. 

“History of the Development of the Gain and 
Loss Exhibit of Life Companies.’—Hon. H. 
Pierson Hammond, former actuary Connecticut 
Insurance Department. 

(After Mr. Hammond has concluded the 
reading of his paper, the convention will go into 
committee of the whole to hear arguments from 
those interested in the subject as to whether 
the present exhibit should be abolished or a 
different exhibit substituted. ) 

“Reserves for Total Disability and Non-Can- 
cellable Accident and Health Policies.’—Hon. 
Howard P. Dunham, Insurance Commissioner, 
Connecticut 

Discussion, 


“How Can the Evasion of the Resident 
Agent Laws Be Remedied?”—Hon. John M. 
Scott, Commissioner of Insurance, Texas. 


Discussion. 


Tuespay. 2:00 P. M. 


Communcations and reports. 
“Experience = in Workmen’s Compen- 
Insurance.” 


sation —Hon. Clarence W. Hobbs, 





special representative National Convention of 
Insurance Commissioners 

Discussion. 

“Shall Investments of Fire, Casualty and 


ag seg Companies Be Limited by Law 

Those of Life Companies.”—Hon. Clifford 
Tknd director of trade and 
Illinois. 

Discussion. 

Upon adjournment the members and guests 
will be taken for an auto ride around Seattle, 
with informal dinner and dance at the Seattle 
Yacht Club. 


WEDNESDAY, JULY 30TH, 9:30 A. M. 
Communications and reports. 
“Is Receiving Dividends on the 
Brokerage Corporation by Assured’s 
Within the Meaning of the Law ?’—Hon. 
Moore, Insurance Commissioner, Oregon. 

Discussion. 

Adjournment at II 
promptly at 1:00 Mt. Rainier, 
spending the night at Paradise Inn. Leave Mt. 
Rainier at 1:00 o'clock Thursday aiter for 
Tacoma, arriving there for dinner, returning 
to Seattle that evening. 


Stock of a 
Rebating 


Will 


:00 o'clock. Leave Seattle 


o'clocx for 


noon 


Fripay, AuGust 1, 9:30 A. M. 

Communications and reports. 

A letter box on department rulings and prob- 
lems. 

(Commissioners who have problems before 
them for solution are requested to write them 
out and hand them to the secretary during the 
convention to be discussed at this session.) 

Election of officers. 

I’xecutive session. 

Adjournment, 

Luncheon at 1:00 o'clock to be followed by 
hoat trip around Seattle through Government 
Locks and Lake Union into Lake Washington. 
RKeturn to Seattle about 6:00 p. m 


SATURDAY, AUGUST 2ND, 8:30 A. M. 
Board the good ship “Alemeda” for a - 
up Puget’s Sound, touching at Victoria, B. C. 
and remaining there sightseeing for two a 
return to Seattle about 9:30, in time to take 
train for Portland, Ore. 


Wisconsin Commissioner Rules on Pre- 
mium Remittance 

Mapison, Wis., July 21.—W. Stanley Smith, 

Insurance Commissioner of Wisconsin, last 


week revoked the licenses of two fire insurance 
agents for failure to make proper premium re- 
mittances to the company represented. Com- 


missioner Smith audited the books of the agency 
that collected 
not 


and found the funds for pre- 


com- 


the 


over to the 
the matter 
warning : 


had been turned 


In 


Commissioner 


miums 
action in 
the 


pany. taking his 


gave following 

The insuring public is vitally interested in the 
use of the premiums paid by them for insurance 
protection. Agents who fail to remit to their 
companies premiums collected by them, cannot 
he too severely criticised for such misappro- 
priation of money as they hold in trust for their 
companies and the cost of insurance is increased 
to the public. No agent should be allowed to 
do business in this State who does not promptly 
remit for premiums collected in accordance with 
the rules of the companies which he represents. 
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commerce, 


WINS IN NORTH CAROLINA PRIMARIES 
Democratic Votes Go to Stacey W. Wade 
for Insurance Commissioner 
Wade, 
North 


associates 


Stacey W. present Insurance Com- 


missioner of Carolina, has long been 


hailed by his as a man eminently 
fitted for the post. That this view 
by at least faction of the electorate in 
North Carolina was shown recently when the 
results of the that 


State became known. 


is shared 


one 


Democratic primaries in 


Commissioner Wade received the highest in- 
dividual total of votes of any candidate on the 
ticket. His opponent, J. F. got 41.340 
votes, while Mr. Wade obtained 161,463. This 

the the comfortable 
majority of 120,12 an indication of 
what his friends are predicting, namely, that 
election day will witness a similar result and 
that Mr. Wade will be returned to office. 


Flowers, 
gave Commissioner 
and is 


Francis R. Stoddard, Jr., Back from 
Vacation 

Following his retirement as Superintendent 
of Insurance for the State of New York, Hon. 
Francis R. Stoddard, Jr., well-earned 
rest for a period of about two weeks. Col. 
Stoddard recently returned from his vacation 
and has now entered upon his work as a trial 
lawyer with his old firm of Green & Hurd, 43 
Exchange place, New York city. Mr. Stod- 
dard, before his connection with the State In- 
surance Department began, was connected with 
this partnership and had attained an enviable 
reputation as a successful attorney. 


took a 


Await Virginia Commissioner’s Return 
VA., 22.—The 
Insurance taken 
the Virginia 


Virginia 
steps to- 
of the 
made by the 


RICHMOND, July 
Bureau of 
wards revoking 


Rhode 


has no 
license 
charge 
company’s agent. The matter will he 
held in until Joseph 
Button returrs from the annual meeting of the 
National of 
sioners in and has had opportunity to 


Island Fire, on a 
former 
abeyance Commissioner 
Convention Insurance Commis- 
Seattle, 
thorough investigation of charges pre- 
John E. Overby of Danville, Va.. 


formerly an agent of the Rhode Island Fire. 


make a 
ferred by 


Commissioners’ Proceedings Issued 


The 


missioners has issued 


National Convention of Insurance Com- 
little booklet fully 
fifty-fourth annual 
The 


various 


de- 
their 

Pinehurst, N. C. 
the 


scribing the details of 


session held recently in 


addresses and motions made by 


Insurance Commissioners are given just as 


they were delivered, and every decision promul- 
gated has been completely set forth. 
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Public Accountant _ Actuarial Actuarial ~~ 
HARRY C. LANDWEHR FRANK J. HAIGHT GEORGE B. BUCK 
Certified Public Accountant CONSULTING ACTUARY 
Insvrance a Specialty ACTUARY Specializing in Employees’ 
75 Maicen Lane New York City Hume Mansur Bldg. Indianapolis, Ind. Benefit and Pension Funds 
Telephone Beekman 3461 Hubbell Building Des Moines, lowa 25 FRANKFORT ST. NEW YORK 





























JULIAN C. HARVEY, F. A. I. A. 
Prominent Agents and Brokers CONSULTING 
ACTUARY 


CHEMICAL BUILDING SL. LOUIS, MO. 








LEON IRWIN & CO., Inc., New Orleans, La. 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 











REPRESENTING 
American Eagle Auto- National Union New Amsterdam 





mobile-Hartford National Hartford _ Casualty Co. 

















F. M. SPEAKMAN, C.P.A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 











American Equitable U.S. F Indemnity Comps 

Fidelity-Phenix Stuyvesant “of ameica | | JNO. A. COPELAND 

Insurance Co. Automobile Insurance ss . ; 

State Pa. BROKERS’ LINES SOLICITED Consulting Actuary 
JAS. R. COTHRAN 

Associate Actuary 
322 HURT BLDG. ATLANTA, GA. 
Actuarial 











A. SIGTENHORST 
Established 1865 


David Parks 7. — B. Fackler CONSULTING ACTUARY 
FACKLER, FACKLER & BREIBY 


Sencaiiian Aetnaion National City Bank Bldg., WACO, TEXAS 


ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 




















SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 




















Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 
FREDERIC S. WITHINGTON 
MILES M. DAWSON & SON PF. A. 1. A. 
CONSULTING CONSULTING ACTUARY 
ACTUARIES Insurance Exchange Bldg., Suite 948-949 
National Association Bldg., 36 W. 44th St. DES MOINES, IOWA 
NEW YORK 
Joseph H. Woodward Richard Fondiller Conservation Specialists 





Harwood E. Ryan 


Woodward, Fondiller and Ryan The Otis Hann Company, Inc. 


CONSULTING ACTUARIES ‘*‘Life Insurance Service’’ 
Examinations and Audits in 10 So. La Salle St. Chicago, III. 
a ranches of Insurance. . 
e References Covering Past 23 Years 
75 Fulton Street New York 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 

















DONALD F. CAMPBELL W. H. GOULD 
CONSULTING ACTUARY ACTUARY & EXAMINER 


SYSTEM REVISION 
160 No. LA SALLE ST. Telephone State 7298 


I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 


Workmen's Compensation 1600 Bankers’ Trust Bldg. 
Liability and Casualty Lines i 
Industrial Funds, ete. Philadeliphia 






































75 FULTON ST. 25 FRANKFORT ST. i H 
CHICAGO I Consulting Engineers 
JAMES H. WASHBURN, F. A. I. A. FREDERICK A. WALDRON 
PAUL L. WOOLSTON CONSULTING ACTUARY go aeaiae 
LIFE INSURANCE—Ordinary, Intermediate, Designer of 
INSURANCE EXAMINER, Or ENS Cano Ee ane HOME OFFICE BUILDINGS 
ACTUARY AND ACCOUNTANT Expert Advice on Domestic, Tropical and Full Architectural and Engineering 


Semi-Tropical Business 
Cable Address: Gertract, New York 


MAJESTIC BLDG., DENVER, COL. 165 BROADWAY NEW YORK CITY 














Services Available 
37 Wall St. Tel. Hanover 6718 New York City 
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Statisticians 
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STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 


Whitehall 20 Vesey Street 
7796 New York 




















Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











Help Wanted _ 





ACTUARY WANTED 


We have a good position for an Actuary 
of about 10 years’ experience. Give full 
details and salary wanted. Answer: A-l, 
c/o THE SPECTATOR, 135 William Street, 
New York City. 














ISSUES “BLINDNESS” POLICY 
Lifetime Protection Written by North 
American Accident Company 
The North American Accident Insurance 
Company, Chicago, Ill., has recently issued a 
“blindness” insurance policy which promises to 
meet with widespread public favor. The cov- 
erage is written in amounts ranging from $1000 
to $5000 and extends throughout the lifetime of 
The premium is $5 per $1000 and 
Either 


the assured. 
the age limits are sixteen and seventy. 
men or women may be insured under this con- 
tract and no examination is required. 

The protection embraces only entire loss of 
sight in one or both eyes regardless of whether 
blindness results from accident or from 
natural causes. 

Appoint Chicago Managers 

Wayne W. Wilson, Jr., and Company, Inc., 
general agents for the General Insurance Com- 
pany of America, have appointed Edward J. 
O'Malley and William A. Lorenz, managers of 
their Western department, with headquarters 
in the State-Lake building, Chicago. Both Mr. 
O'Malley and Mr. Lorenz are capable insurance 
men and are well known throughout the field. 
Wayne W. Wilson, Jr., and Company specialize 


in theater insurance. 


Moves into New Home Office 

DatiAs, TEx., July 21.—The American Life 
Re-Insurance Company of Dallas has occupied 
Cedar Springs 
road in the property recently acquired from 
the estate of E. O. Tenison for $75,000 in 
cash. The property fronts 353 feet on the 
Cedar Springs road and Turtle Creek boule- 
vard and has an average depth of 250 feet. 
The improvements consist of a brick retaining 
wall on three sides of the property and two 
brick buildings. The property has long been 
considered one of the show places of Dallas. 
Improvements include also a_ well-constructed 
two-story brick garage with five rooms on the 
second floor. It is estimated that the improve- 
ments on the property could not be reproduced 
at present-day prices for less than $200,000. 

The American Life Re-Insurance Company 
was organized early in 1919 and began opera- 


its new home office at 3015 


tion as an exclusive re-insurance company, ac- 
cording to A. C. Biggers, president. Other 
officers of the company are: Hugh E. Prather 
and Fred E. Strudell, vice-presidents; Morton 
3iggers, secretary; Dr. C. W. Simpson, medi- 
cal director; F. W. Wozencraft, attorney; and 
Henry Camp Harris, agency manager. 


S. Parker Gilbert a Director of Prudential 

S. Parker Gilbert, former Under-Secretary 
of the Treasury, was chosen a director of the 
Prudential Insurance Company last week, to 
succeed the late Samuel S. Dennis. Mr. Gilbert 
is a member of the law firm of Cravath, Hen- 
derson and de Gersdorff, New York, and is 
recognized as an authority on finance. During 
the war he was a member of the war loan staff 
in the office of the Secretary of the Treasury 
and acted as counsel on war loans. 


New Accident Company in Texas 

The Up-to-Date Accident and Indemnity In- 
surance Company of Conroe, Tex., has just 
been organized to write business on the assess- 
ment plan. The company’s charter has been 
approved by the Texas attorney-general and has 
been filed by the Insurance Commissioner of 
that State. An election will be held, and the 
incorporators of the enterprise are: Walter 
Smith, J. A. Washington, M. J. Campbell, H. 
P. Turner, B. O. Washington, J. B. 
and Henry Washington. 


Barnes 


Lieut. Brown Loses His Position as Claim 





Agent 

Pratrspurc, N. Y., July 20.—Lieutenant Francis 
A. Brown, infantry reserve corps, attached to the 
305th infantry of the 77th Division, awoke in his 
tent at the training camp here to-day knowing that 
when he started for his home, 451 Fourth street, 
Brooklyn, N. Y., next Sunday he wouldn’t have a 
job. He was dismissed as a claim examiner for 
Michigan, Illinois and other Middle Western States 


at $8600 a year for the United States Casualty Com- 
pany, Thursday. The letter reached him Friday, his 
fifty-fourth birthday. The reason it gave was that 
he had obeyed a War Department order to report for 
duty, although he had been told that his request for 
leave of absence without pay did not meet the approval 
»f John Hunt, head of the claim department. 
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Royal N. Allen, who has served as executive 
secretary of the Insurance Federation of 
Illinois for the past year, has resigned to en- 
gage in organization work in connection with 
the American Automobile Association. 


Harry H. Parmenter, recently appointed 
Chicago manager for the Northwestern Casu- 
alty and Surety Company of Milwaukee, Wis., 
is the father of a baby girl, who has been 
named Loraine. 

Insurance Commissioner Howard P. Dunham 
of Connecticut, accompanied by Mrs. Dunham, 
has left for Seattle, Wash., where he will ad- 
dress the National Convention of Insurance 
Commissioners. 

The New England Insurance Commissioners 
met at Springfield, Mass., where they took a 
train for Montreal, Canada. From that city 
they expected to go over the Canadian national 
railroad and at Toronto they will be joined by 
the insurance officials of New York, Pennsyl- 
vania, New Jersey and other Eastern States. 

Charles H. Holland, president of the Inde- 
pendence Indemnity Company, Philadelphia, 
Pa. sailed from New York for Europe on 
July 19. Mr. Holland expects to be away un- 
til September and will combine business with 
his pleasure trip. 

Cecil F. Shallcross, United States manager 
of the North British and Mercantile, left re- 
cently for a month’s vacation at his summer 
home in Dublin, N. H. Mr. Shallcross has 
been concentrating on his work during the past 
months and will be glad of the chance to take 
a needed rest. 

F. A. Williams, general manager and actu- 
ary of La Nacional Cia. de Seguros, of Mexico 
City, was in New York last week on his way 
to Europe. Mr. Williams described the life 
insurance business in Mexico as slowly and 
steadily improving, though there still remains 
a large amount of work to be done in educat- 
ing the people as to the advantages of life 
insurance. 

F. P. Sessions, field supervisor of the Union 
Central Life, spent several days in Richmond 
last week. On Thursday he conducted an 
agency meeting, agents under contract with 
General Agent R. P. Harrison attending. The 
meeting was followed by an informal luncheon. 

Charles B. Coulbourn, Virginia Deputy 
Commissioner of Insurance, was absent from 
his office last week on vacation. Capt. Coul- 
bourn spent the time at Virginia Beach. 

J. D. Whitney, publicity manager of the 
Travelers Insurance Company, is at Berkeley, 
Cal., visiting his brother, Dr. James L. Whit- 
ney. Mr. Whitney underwent an operation 
several weeks ago and ha s not been well for 
some time but is now recovering, and he ex- 
pects to remain in California until fully re- 
covered. 

James Blackwood Paterson, the new presi- 
dent of the Canadian Fire Underwriters Asso- 
ciation, succeeding W. E. Baldwin as manager 
for Canada for the Phoenix Assurance Com- 
panv, Limited, of London, England, with head- 
quarters in Montreal. Mr. Paterson was born 
in Montreal in 1873. 

William Aeneas Mackay, general manager 
of the Northern Assurance Company and the 
London and Scottish Assurance Corporation, 
sailed on the Majestic last Saturday, accom- 
panied by his wife and daughter, Miss May E. 
Mackay, and by H. G. Show, assistant foreign 
fire manager of the Northern, for Southampton, 
from which point they will take the train to 
London. Mr. Mackay and his family have been 
in the United States and Canada since early 
last spring enjoying a tour throughout this 
country and Canada. 
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INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E; Younc, BA,, F.RAS. 


Third Edition—Revised and Enlarged 








Mr. Younc’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted asa text-book by Yale University. 
In the THIRD EpITION the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 

$3.25 


Price, Third Edition, 424 pages  - 





Insurance Office Organization 


Managements and Accounts 
By T. E. Youna, B.A., F.R.A.S., and RicHarp Masters, A.C.A. 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
YounG, and are elaborated in succeeding chapters by Mr. MASTERS. 
The general, life, firesmarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 
bound in cloth. 








Price, post paid, $2.00 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.50. 








Accountancy. By Francis W. PIxiey. An entirely new 
work dealing wich Accountancy from a theoretical and practical 
point of view. The latest exposition of the science. 318 page 
cloth. Price, post paid, $2.40 

Pitmans Secretary’s Handbook. A complete secr-tary’s 
manual prepared by HERBERT E. BAIN. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
viduals. (Second Edition, revised, omitting joint stock secretary- 


ships.) Price, post paid, $2.50 





Principles of Marine Law. By LAwrENCE Duckworth. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 
Price, post paid, $3.25 





Office Organization and Management. By LAWRENCE R. 
DicKsEE, M.Com., F.C.A., and H. E. BLatn. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $3.00 


SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 
§NSURANCE EXCHANGE 


135 WILLIAM STREET 
NEW YORK 











WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 


An Old Line Legal Reserve Company 
We issue all Standard forms of policies, 


Agents wanted in Indiana and Ohio. 
JOHN W. DRAGOO, Secretary 
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ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over $158,000,000.00 
Assets Over $10,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 
1. Liberal First Year Commissions 
2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 
3. Real Home Office Cooperation 





WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C, 
— 














— 





Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 
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EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 














NEW and up to date polic 

contracts. REAL SERVIC 

toPolicyholdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyhoiders satisfac« 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 
JAS. H. JAMISON, Pres’t 

















Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADSORD, Vice-President 
Sound = Progressive = Successful 
$112,500,000 
12,100,000 


Operates in Texas only 


Insurance in Force over 
Assets over 


























